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THE THREE FACTORS 


The business of selling Fire and other lines of Insurance is 
made up of three important factors. First is the Company, 
or source of protection, sccond the agent, or the party who 
secures and places the business and finally the policy holder 


Who, at a reasonable cost enjoys the protection of insurance. 





THE HOME INSURANCE COMPANY OF NEW YORK, 
through up-to-the-minute underwriting methods; the prompt and satisfac 
tory adjustment of losses; and through special aids to agents in the selling 
of insurance, manifests a co-operative spirit which works for the benetit: of 
all parties concerned. 


THE AGENT WHO REPRESENTS THE HOME, can sell his protection 
with confidence that comes from the knowledge that under all just circum 
stances his company is back of him to the last degree. 


THE POLICY HOLDER WITH A HOME POLICY, realizes that insured 
in this company, his protection is complete and sure, for back of his contract 
lies the financial strength of the Largest and Strongest Fire Insurance Com 
pany in America. 


THE HOME company NEW YORK 


ELBRIDGE G. SNOW, President 


THE HOME WRITES— 


Fire and Lightning, Automobile, Earthquake, Explosion, Hail, Marine (Inland 
and Ocean) Parcel Post, Profits and Commissions, Rain, Registered Mail, 
Rents, Rental Values, Riot and Civil Commotion, Sprinkler Leakage, Tourist’s 
Baggage, Use and Occupancy, Windstorm, Installment, Salesman’s Floater. 
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Backing American Industry 


lhe payment of losses and the protection of country to help supply the needed capital to 


polieyholders is but one function of a large keep our industrial machinery in motion. 
iNsurance company. 

\inerican industry, realizing this debt to in- 
urance capital, is more and more demanding 
the indemnity provided by thoroughly Amer- 
utilities, -railroads, manufacturing plants ican companies. 


Invested as they are largely im industrial 
ecurities of every type -shipping, public 


Agents will profit) greatly 


“American lore” assets reach throughout the by rallying to the “America lore” standard. 


The AMERICA FORE Group 


AMERICAN EAGLE FARMERS of IOWA 


Jhe CONTINENTAL  FIDELITY-PHENIX 
FIRE INSURANCE COMPANIES 
Eighty Maiden Lane, New York..NY. 
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Company Selfishness Responsible For 
Difficulties Besetting Local Agents, Declares 


Chairman of Executive Committee 


Thomas C. Moffatt Calls on Agents to Uphold Ethical Practices 








Report to Convention Leads Off With Reference to Western Union—West- 
ern Insurance Bureau Rupture—Hits Prominent Company Which Defied 
Agent in Appointing Large Bank Its Representative—Asserts Com- 
panies Are Playing Dr. Jekyl and Mr. Hyde as Expediency Demands 
—No Room for Pessimism—Urge for Conservative Action to Make 


Milwaukee, Wis., Sept. 10. 


selfishness is responsible for the difficulties 


Company 


confronting local agents today, declared 
Thomas C. Moffatt, Newark, chairman of 
the executive committee of the National 
Association of Insurance Agents, — this 
morning when delivering his report to the 
twenty-ninth annual convention of — the 
Association. 

Without any attempt at pussyfooting, 
Chairman Moffatt placed before the dele- 
gates the problems to be solved in well 
understood language breathing assurance 
that there was no need for gloom or 
pessimism in connection with the situation 
but a challenge for concerted conservative 
action on the part of local agents every- 
where to guard their profession from dis- 
integration by ruthless competition the re- 
sult of company selfishness. Chairman 
Moffatt’s report in full follows: 


The Break in the West 

Hardly had the last annual convention 
at Buffalo adjourned and your officers 
and committee members assumed their re- 
spective stations and places when the busi- 
ness of insurance was shocked by the an- 
nouncement of a rupture between The 
(Western) Union and the Western Insur- 
ance Bureau. 

We are all familiar with the conferences 
and hearings that grew out of that break. 
That disturbances in the internal affairs 
of the business are resented by the public 
is evidenced by the attempt of the Insur- 
ance Commissioners to regulate them for 
us. 

It is not our purpose to dwell at length 
upon these unfortunate occurrences, except 
to consider their cause and effect and, if 
possible, to derive a lesson for our future 
conduct. 

It is equally necessary, in planning for 
the future, to consider a well-known cir- 
cumstance in a mid-western city, where, 
not long ago, a large company deliberately 
defied not only the agents of that particular 
city, but of the entire country by appoint- 
ing as its agent a large bank, thus taking 
unfair advantage of other companies, 


Sure Safety of Profession 


jeopardizing the American Agency System 
and well-nigh wrecking the very existence 
of a useful local board. 

We should not view either one of 
these situations with pessimism, nor feel 
that the American Agency System is ir- 
reparably injured. They should, how- 
ever, stimulate us to take proper, con- 
servative action at once that will insure 
the safety of our profession and guard 
it against disintegration by ruthless com- 
petition. 

The National Association was organized 
to protect the agency business and to make 
it a worth-while endeavor wherein men 
could build a business of their own and 
intelligently and economically provide the 
public with sound indemnity. Every activ- 
ity in the history of this Association has 
been prompted by these motives and the 
kenefits flow in equal proportion to the 
agents, the companies and the public. 

Because our numbers have been multi- 
plied by the desire of the companies for 
selfish volume rather than by natural devel- 
opment, we have today in the agency ranks 
many for whose presence there we are not 
responsible and who conduct themselves in 
quite as unethical a manner as do the 
companies who are responsible for their 
appointment. They have no place in this 
Association and they should not destroy 
our integrity, nor be permitted to dis- 
organize the system on which this business 
has been built up. 

The President, in his address, has stated 
that we might well qualify the membership 
of our Association. Our position in the 
insurance world would thus be strength- 
ened, giving us greater power and in- 
fluence for good, and winning added re- 
spect and confidence from the public. I 
am sure that with a qualified membership 
the companies who stand by a_ properly 
constituted, duly operated local board in 
times of stress would be faithfully re- 
warded by all the members of such an 
association, and that the company or com- 
panies who defied every obligation of co- 
operative effort would be suitably penalized. 


Says Companies Play Fast and Loose 

We have announced through the many 
years of our existence principles which are 
universally recognized as fundamentally 


right, but perhaps we have trusted too much 
in Divine Providence to see that they are 
observed. We announce as a_ principle 
that it is wrong for companies to write 
business over the heads of their agents 
in a given territory; that it is wrong for 
them to raid the expirations of a former 
agent; that it is wrong to maintain un- 
limited multiplied representation in the 
same territory; that it is wrong for them 
indiscriminately to appoint ignorant, in- 
competent and untrustworthy agents; that 
it is wrong to withhold co-operation and 
support from local boards; that it is wrong 
for them to bring new banking interests 
into the business in competition with their 
other agents; and that it is wrong for them 
to annoy and disrupt agencies by dis- 
agreements among their organizations. 

It is humiliating to think that some com- 
panies somewhere are playing fast and 
loose; they are regular here and irregular 
there as expediency demands—Dr. Jekyl 


and Mr. Hyde. 


Further disregard of the ethics of the 
business will bring it into disrepute before 
the bar of public opinion. 


The task of justification is in the hands 
of the agents, while the responsibility for 
its shortcomings must be laid at the door 
of the companies. 


Can not busy company executives grasp 
the true situation and discard petty political 
ambitions in their own companies and jeal- 
ousy of rival institutions and sincerely en 
deavor with us to round up with a sharp 
turn those who are dragging it in the filth 
of unhealthy competition? 

‘What can we ourselves do to counteract 
these baneful influences? 


At the Mid-Year Conference in Wash- 
ington last March your committee expressed 
the opinion that local boards, in the final 
analysis, were the backbone of the Amer- 
ican Agency System and of this Asso- 
ciation. The majority of well organized 
local boards have wholesome rules which 
require ethical procedure of all companies 
and agents, and bind the latter to repre- 
sent only those companies that subscribe 
to and observe certain specified and agreed- 
to principles. 

At least one company organization cov- 
ering part of the country has declared in 


favor of compliance by its membership 
with the rules of local boards when the 
rules have been approved by its proper 
committee. Surely all company organiza- 
tions should follow suit. Why should 
companies permit certain others to be board 
here and non-board there? 


I believe all right thinking companies 
would welcome a standard rule universally 
adopted by local boards which denied 
representation to companies who were un- 
willing to observe the rules of other local 
boards. ; 


It has long been recognized that sound 
indemnity can only be guaranteed by the 
establishment of adequate rates which do 
not discriminate unfairly between risks of 
essentially the same character and in the 
observance of these rates by all stock 
companies. Public policy demands fair 
rate competition among carriers. So there 
are no more rate wars. 

But the fact seems to have been over- 
looked that it is quite as necessary to have 
fair competition in agency representation. 
This requires the adoption of rules for 
ethical practices, consideration of the char- 
acter, number and qualification of the 
producing factors, and other principles of 
agency conduct heretofore mentioned. 
Policy rates and rules are varied accord- 
ing to circumstances, and all companies 
observe them when determined by the 
proper authorities. So agency rules would 
accommodate themselves to local condi- 
tions. Their observance should be manda- 
tory. 


Our National Association is today 
stronger than ever before. We have the 
ability and, indeed, bear the responsibility 
of preserving the American Agency Sys- 
tem. We must use the power we possess 
to bring the agency business safely through 
this transitory period in which we now find 
ourselves. Selfishness is responsible for all 
our difficulties. Those things which 
threaten the American Agency System can 
readily be recognized even through the veil 
of cupidity. The attractive offers of Sa- 
tanic influences should be rejected promptly. 
Need we elaborate upon them here? Suf- 
fice it to say that unless we as agents unite 
more closely in our aims and desires, stand 
together more firmly for those things 
which are right and oppose more vigor- 
ously those which are wrong, we shall lose 
our inheritance and the fruits of our life’s 
work. 


It seems to us that several propositions 
which have been before our Association at 
various times recently, are so closely allied 
and so pertinent to current events that 
they might well be reconsidered as a unit 


(Continued on page 13) 
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Union-Bureau Situation in West 
Grips Local Agents and Dims 
All Other Convention Topics 


Agents Looking for Courage to Fight or a Solution 


Hotels Overflow With Delegates, but Hotel Wisconsin is en for Corridor Diplomacy; George 
B. Markham Missed; Thomas C. Moffatt Popular and Gets Ovation From Convention; 
Straw Hats Take the Place of Badges in Chilly Milwaukee Atmosphere; 
Features of Early Sessions 


Milwaukee, Wis., Sept. 10—For three 
days members of the National Associa 
tion of Insurance Agents have been 


pouring into Milwaukee for its 29th an 
nual convention, but as the first business 
session gets under way today the regis 
tration is considerably below that at its 
Buffalo 
over 1.300 agents attended. It is esti 
over 900 


last annual meeting at when 


mated here that somewhat 
members had checked in by noon today. 
naturally largest 


States be 


The attendance is 


from the Central Western 


cause of the location of the convention, 


but harassing field troubles of agents 
which have developed, especially during 
the past year, have led scores of agents 
tu Milwaukee in search of courage or of 
multiple agency 


definite solution of the 


excess commission and separation prob 


lems. 


Seek Organied Action 


Organized efforts and action are goals 


association members are strongly seek 


ing and this is the first general meeting 
of local 


since the question of separation in the 


agents from the country ever 
Western field got under way last fall. 
The influx of agents into Milwaukee 
has crowded a half dozen hotels to ca 
pacity. The Hotel Wisconsin is head 


quarters for the convention, where the 


bulk of corridor diplomacy is carried 
on as well as committee meetings. 

The business sessions of the conven 
being held in Arcadia Ballroom, 
looking public 


Hotel Antlers. 


delegates who arrived 


tion are 
a large and attractive 
ballroom adjoining the 

A number of 
late at the 
absence by saying they had been out 
purchasing new felt hats to replace the 
straw covers brought unsuspecting]; 
into this chilly country where the tem 
perature dropped to 45 degrees yesterday 
forcing the hotels to furnish steam heat 
at this Straw hats in Mil- 


waukee are fine substitutes for conven- 


early date. 
tion badges. The public knows auto 
matically the wearers of such chapeaux 
are stranyers. 


Calhoun Gives Snappy Welcome 
William B. 
Milw aukee 


Calhoun, president of the 
Board of Fire Underwriters, 


in welcoming the delegates of the con- 


convention explained their 


vention to the city recalled meeting here 
twenty-four ago when C. H. 
Woodworth, 


as father of the association and whose 


years 
who was popularly known 
death removed a strong figure from the 
association ranks, was president. 

It was at that meeting that George B. 
Markham, of St. 
president of the association. 


regretted that Mr. 


Louis, was elected 
It is widely 
Markham could not 
manage to be present at this meeting. 
Mr. Calhoun made his talk snappy 
and brief leaving the selling of Milwau 
kee’s visible assets to an auto trip 
around the city this afternoon when the 
delegates will be guests of the Milwau 
kee Board of Fire Underwriters. 
Ernest B. Minn., 
responded for the National Association. 


The Milwaukee 


writers has 


Dunning, of Duluth, 


3oard of Fire Under 
been functioning for well 
over half a century and today maintains 
a strong organization in the city keeping 
underwriting 


business practices of fire 


well in hand. 
President Bell drew applause when he 


warned agents not to be unfair them 


selves in business conduct when the 


National 


fire insurance 


Association is seeking to have 
companies and casualty 
companies 


relinquish the alleged un 


ethical practices. 
Must Set Good Example 


Before full co-operation and harmony 


with attained local 


agents themselves must show by 


companies can be 
their 
own example a right to call on com 
panies to be just and fair in relations 
with their 

Another 


Bell’s address was the 


field forces. 


strong point in’ President 
declaration that 
only well qualified should be 
National 


feels that while numbers count quality 


agents 
kept in the 


is the biggest essential. 
Moffat, 
committee 


Thomas C. chairman of the 


executive received long and 
when he 
stand to make his report and when he 
finished the applause was repeated. He 
is looked upon by the delegates at this 
convention as the strongest man in the 
National Association and the real 
spokesman for agents’ rights in relation 
with companies and commissioners. 

Mr. Moffat has come 
fore since his 
chairman 


vigorous applause took the 


rapidly to the 
election last year as 
of the executive committee 


Association. He 


being in constant demand at state meet- 
ings all over the country. 


Agents Are Stirred 


Secretary W. H. 
during the 
called on 


Sennett was inter 
rupted course of his talk 
when he 
companies which uphold right principles 
and withhold support from those which 
act and believe 

It is quite evident that the rank and 
file of members of the National Associa 
tion are, not satished with practice in 
the field by many of the large fire insur 
going to 
vive vent to their views when the open 


agents to support 


otherwise. 


ance companies and they are 
discussions begin. 

R. P. De Van, Charleston, W. Va., 
chairman of membership committee, was 
convention and 
his report was delivered by Elmer F. 
Abernathy, South Bend, Ind., president 
of the Indiana 


unable to come to the 


Association. 


Hon. Alexander Pope, well-known 


lawyer of Dallas, Texas, who was sched- 
uled on the program to talk on “Gov 


ernment in Business,” wired today his 


inability to come on account of illness. 


Delegates Enjoy Outing 
Milwaukee, Wis., Sept. 11—Well de- 


served compliments are being paid to- 
Milwaukee 
hospitality. 


day to members” of local 


board for their fine 
The thirty mile sightseeing tour 
around city yesterday was planned and 


Agents Get 
Advice On 
Legislation 
Milwaukee, Wis., Sept. 11. 
subject came up officially for discussion 
Most everyone 


was chatting to his neighbor about Loeb- 
verdict. 


Only one 


Wednesday afternoon. 


Leopold However, a few re- 


imarks were made on practical ways to 
meet monopolistic 
Clyde L. Smith, 


urged agents to get 


legislation. 
Michigan, 
acquainted with 
Start now, he said, to op- 
pose bills coming up this winter. 

C. H. Biddle, 


Association, told 


Lansing, 
legislators. 


President Pennsylvania 

of recent dinner by 
Erie Local Board to all candidates for 
legislature in Pennsylvania from that 
They were instructed to study 
carefully all insurance bills up in next 
session and to inquire from local agents 
what bills mean before voting. This is 
getting close to legislature, said Biddle. 


section. 


executed to please visiting convention 


delegates. Nearly one hundred private 
cars were used for tour and local board 
secured several motorcycle policemen 


Milwaukee 


traffic clear at every crossing on ride. 


from department who kept 
This was quite feat in itself for long 
line of convention cars were competing 
on road with homecoming traffic be- 
tween five and six o'clock. 

Tonight Milwaukee board of fire un- 


derwriters is giving elaborate garden 
party with entertainment and dancing on 
grounds of Wisconsin Club. 

This affair will meet with some com- 
petition, for General Dawes is making 
one of his big Western speeches here to- 
night and the Firpo-Wills fight in Jer- 


sey City is another counter attraction, 


Marked Up 
To 1,200 


Milwaukee, Wis., Sept. 11.—The attend- 
ance figures now total about 1,200, this 
including ladies, company men and other 
guests, 
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‘Big Bertha’ Separation Proves ‘Dud’: 
Fireworks Centered On Bank Agencies: 


Association Celebrities Participating 





Association Officers Vigorously Defended by Fred J. Cox On Floor 





Get Business at Any Cost, Reckless Greed for Premium Income, Unhealthy 
Appointment of Unfit and Unqualified Agents, Wider Publicity for 
Companies Violating Agency Principles, and the Kentucky Situation, 
Heatedly Discussed by Delegates at Thursday Afternoon Session 


Milwaukee, Wis., Sept. 11.—It was not 
until three o’clock this afternoon that 
the big subject of fire insurance was 
operied for discussion. This, of any 
topic on the program, was expected to 
lift the lid off the calm proceedings of 
the convention and allow the host of 
dissatisfied agents to give vent to their 
feelings. 

The “Big Bertha” on the question ot 
separation in the West proved to be a 
dud. Separation was not mentioned ex 
cept by a middle aged woman agent, the 
only woman who has so far taken the 
floor at the convention, Miss Edith 
Goodspeed, of Joliet, Ill., and she merely 
mentioned the word separation as among 
the troubles in her territory. 


The Fireworks Start 


However, fireworks were not lacking 
this afternoon. After a slow start the 
topic of bank agencies aroused the 
convention to its greatest point of en 
thusiasm, with Fred J. Cox, Perth Am 
boy, N. J.; A. G. Chapman, and A. H. 
Robinson, of Louisville, Ky., the latter 
past president of the association; J. A. 
Giberson and others speaking plainly and 
to the point against the continued ap 
pointment of banks as insurance agents. 

For two hours the relations between 
fire companies and agents were discussed 
and would have continued longer except 
that the convention hall had to be turned 
over at 5:30 o’clock to its management 
for a large dance tonight. 

E. J. Miller, Louisville, Ky., touched 
off the fireworks with an attack on the 
few companies which are out to get busi- 
ness at any cost. One large offender in 
the last month has appointed as its agent 
a real estate man in Louisville, Ky. 

“Why should we continue to support 
such companies which are acting con 
‘rary to their own agents’ interest?” 


asked Mr. Miller. 
Call It “Greed for Premium” 


W. C. Carter, Baltimore, Md., presi- 
dent of the Maryland Association, took 
another angle for his topic, namely: 
“Menace of reckless greed for premium 
income.” He said: 

“Baltimore now has 2,500 insurance 
solicitors, or one for every city block, a 
large proportion of whom are wholly 
incompetent to give real insurance sery- 
ice to the public.” 


“Companies promising loyalty to 


agents are not giving it when they 
persist in appointing as representatives 
any person who can bring in a dollar 
of premium income ‘irrespective of the 
qualifications of the number of other 
agents of the same companies in the 
same district.” 


After Mr. 


speakers had led away from the subject 


Carter and three other 
of bank agencies and the discussion was 
mild and wholly harmless, J. A. Giber 
son grabbed the bull by the horns and 
dragged the bashful bank agency ques 
tion back to the front of the convention 
floor. 


“What in hell have we done after all 


our resolutions against bank agencies?’ 


he asked. 

“Members who represent companies 
criticized by the National Association of 
Insurance Agents ought either to resign 
representation of those companies or 
their association membership,” said Mr. 
Giberson. 

“We have got to do something. I 
don't represent any offenders,” was the 
parting shot of Mr. Giberson. 


What They Do in Virginia 

C. P. Walford, Jr., Norfolk, Va., chair 
nan of the executive committee of the 
Virginia Association, went on with the 
subject saying that since 1920 in his state 
there have been no permanent violations 
of the bank agency agreement adopted 
by the state association. Agents all over 
the state get right after any company 
seeking to appoint a bank agency and 
inform that company that it will lose 
every agent in Virginia unless the ban‘ 
This 
method has proved signally successful. 

Fred J. Cox, Perty Amboy, N. J., fol 
lowed with a 


agency appointment is withdrawn. 


vigorous defense of the 
officers of the National Association. [t 
was Fred’s first talk on the convention 
floor in Milwaukee. 

“If agents do not carry into action 
resolutions they pass they are not worth 
a damn,” he declared. 

“No matter how good the officers and 
the executive committee of the National 
Association are we cannot protect our 
business unless the 10,000 members of 
this association function. 


“It is no use raising hell here if you 


go home and proceed to let George do it. 

“We have come to a vital point in 
our career. We have the machinery 
to act. The question is what are we 
going to do? 

“The fire and casualty business is in 
a state of flux. Are we going to let the 
companies put it all over us? I remem 
ber an old saying, “Trust in God, but 


” 


keep your powder dry.’ 


Want Greater Publicity 


W. A. Heiser moved that the con 
vention declare itself definitely on bank 
agency question. This motion was re 
ferred to the resolutions committee. 


J. W. 


Cook, president of the Rhode 


Island Association, called for greater 


publicity with respect to name of com 
panies violating agents’ principles. 
C. H. Biddle, 


Mr. Cook’s suggestion saying he wanted 


Pennsylvania, backed 


to see a resolution with teeth in it 


passed. He would have the name of 
every company appointing a bank agency 
broadcasted all over the country by the 
National Association and all agents ot 
that company requested to resign from 
it. 

Frank L. Gardner, Poughkeepsie, N. 
Y., said that the \gency 
Bulletin” ought to publish a list of com 


“American 


panies co-operating with the local agents 
and that the agents should keep such 
list conspicuously in view in their of 
fices. Then they would know auto 


matically from which companies they 
could expect consistently fair treatment. 

At this point in the discussion A. G. 
Chapman, Louisville, Ky., asked per 
mission to make his strong appeal which 
column of | this 


appears in another 


edition. 
A. H. 


clared agents have interests at stake as 


Robinson, Louisville, Ky., de 


well as companies, and now is the time 
to talk plainly and do something. Dis 
ruption is now taking place rapidly in 
Kentucky where new bank agency 
appointments are being made steadily. 
At this time President Bell was com- 
pelled to bring the session to a close 
because of lateness of the hour and the 
need of turning the room over to its 


managers. 


Other Topics Discussed 


Sandwiched in between attacks on 


bank agencies were other phases of fire 
company relations. 
C2 Br 


told a little story of an ideal big assured 


Loventhal, Nashville, Tenn., 


of his who takes out every kind of cover 
suggested to him. Most agents attend- 
ing the convention are tonight envying 
Loventhal. 

John Berwald, Davenport, Iowa, of 
fered a good idea when he suggested 
that agents always use their own letter- 
heads in correspondence with assured. 

This is good advertising and besides 
it avoids mixups. Mr. Berwald cited 
several instances where agents solicited 


risks on letterheads of 


certain com- 


then delivered 


different 


panies and policies 

which 
naturally did not meet with entire favor 
of the assured. 


written in companies 


Joseph Bootz, Milwaukee, denounced 
This 


heavily on 


multiple agencies up and down. 


burden is pressing today 


agents, he said. 


With incomes being forced down up go 
large expenses for maintenance of offices 
and broadening of service. Legitimate 
local agents cannot continue good serv- 
ice if Companies persist in unabated ap- 
pointment of new agents. 

That the National Association should 
help agents render service to the assured 
by publishing manuals on different 
branches of insurance was an idea of 
fered by George N. Graham, Kalamazoo, 
Mich. 
insurance as well as the general public, 
he said. 


Agents need to be educated about 


Mr. Cook, of Providence, president of 
the Rhode Association, first 
brought up commission question by ad 
vocating flat commissions for all agents. 
Agents in Mass., he 
their excess 
commission difficulties by agreeing to.a 
25 per cent. flat scale. 


Island 


Worcester, said, 


have straightened out 


E. G. Lang, Pittsburgh, Pa., an elderly 
agent and a good talker, making his first 
appearance before any National Associa- 
tion Convention, and representing the 
agents’ association of Pittsburgh, told 
delegates they must prepare against 
Cuts will 
mean difference between honest profit 
and loss, he insisted, and will hit the 
small agent worse than the large and 
well intrenched agent. 


reduction of commissions. 


He asked the convention to go on 
record as unalterably opposed to reduc- 
tion of commissions. 


It was moved that suggestion be re- 
ferred to the resolutions committee. 
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Association Membership Represents 
Over 75,000 Persons in Business 


Membership Total of 9,983 Represents Between Thirty and 
Forty Thousand Agents, Says Chairman De Van, of Mem- 
bership Committee; Largest Gain Made by Texas; North 
Dakota Makes Biggest Loss; Local Boards Prove Effective 


Milwaukee, Wis., Sept. 10.—R. P. De 
Van, Charleston, W. Va., chairman of the 
membership committee of the National As- 
sociation, had prepared a full report, ex- 
plaining to the convention in detail the 
growth of the National Association of In- 
surance Agents membership which Secre- 
tary W. H. Bennett referred to in his re 
port Mr. De Van was not present and 
his report was presented by E. I. Aber- 
nathy of South Bend. He said: 

“The year started with 8,875 agencies on 
the roll. 


dropped in 


Of this number 114 have been 


several states by reason of 
death, retiring from business, or for non- 
payment of state dues. During the year 
we made a net gain of 1,222 new members. 
So that we are now carrying on the rolls 
of the National 


members 9,983 agencies. 


Association in paid-up 


“It is perhaps a conservative statement 


to say this number represents between 
thirty and forty thousand producing agents 
in this country, and no doubt it represents 


75,000 
actually engaged in and obtaining their 


in the neighborhood of persons 


livelihood from the insurance business. 
“The largest gain in membership has been 
made by Texas where 132 new members 
were added to the rolls. The second larg- 
est was Pennsylvania where 120 new mem- 
While Texas added 


more in numbers, the percentage of in- 


bers were secured. 


crease was larger in Pennsylvania. 

“The largest loss in any one state oc- 
curred in North Dakota where 57 mem- 
bers were dropped. 

“The record of increased membership 
during the past year started soon after the 
close of the year with a gradual and sus- 
tained increase. The net result is perhaps 
primarily due to the fact that our field 
force was increased during the year 200 
This is hardly as big a force 
as the percentage of increase would indi- 
cate, the fact being that at the beginning 


per cent. 


Association Finances in Good Shape, 
Says Chairman North in His Report 


Plan of Allocating Expenses Among State Associations Proves 
Effective Method of Solving Former Financing Difficulties; 
Small Balance Available at Close of Year; Per Capita Cost 
Now Lowest in Many Years; Result of Budget System 


Milwaukee, Wis., Sept. 10.—Donald G. 
North, New Haven, Conn., chairman of the 
finance committee of the National Associa- 
tion of Insurance Agents, imparted good 
news to the convention delegates this morn- 
ing when he told of the financial condition 
of the association for the past three years. 
His report in part follows: 

“The work of the finance committee of 
the National Association during the past 
year has not been as arduous as in former 


years. We have now been operating three 


years under the new financial plan which 
contemplates the allocation of operating 
expenses of the National Association to re- 


of the last fiscal year we had but one man 
in the field where we now have three. 

“The work of the field men of the Na- 
tional Association of Insurance Agents has 
not been confined alone to the securing of 
additional members for the association. 
They have assisted in organizing a large 
number of local boards and have stimulated 
state association work wherever they have 
We believe that the result of this 
work has entirely justified itself; in fact, 


been. 


the results are so encouraging as to war- 
rant the National Association in still fur- 
ther increasing its field work just as soon 
as same could be conveniently done. 

“From best information we are able to 
gather we are confident that the member- 
ship of the National Association of Insur- 
ance Agents is in better condition today 
than ever before in its history, and better 
prepared to undertake work national in 
scope than it ever has been. 

“From the writer’s personal experience 
as president of the West Virginia State 
Association for two years I am convinced 
that the most effective results can be ob- 
tained in getting new members through the 
organization of local boards. 

“In West Virginia we found that a great 
many agents could be interested in joining 
and supporting a local board through their 
desire to be associated with the leading 
active agents in each community and who 
could not have been approached in direct 
solicitation for state and national associa- 
tion membership. However, after getting 
them into the local board it proved to be 
a very simple matter to have their local 
board adopt rules which included member- 
ship in the state and national association 
along with local board membership and 
In addition to this their interest in 
organization’ work had aroused 
through their local board membership and 
meeting and they were therefore more 
easily persuaded to support their state and 


dues. 
been 


national association.” 


spective associations according to their 
membership and income from dues. 

“In former years your finance committee 
was considerably embarrassed by our in- 
adequate finances. As we approached the 
close of each fiscal year there was a sub- 
stantial deficit confronting your administra- 
tive officers which necessitated providing 
relief measures in order to maintain sol- 
vency. Tn an effort to obviate these extra 
calls the present plan of operation was pro- 
vided. 

“The success of the plan is evidenced by 
the fact that for three years the financial 
work of the National Association has been 


closed without a deficit and, on the con- 
trary, with a substantial cash balance on 
hand. 

“Under the operation of the new plan 
any cash balance remaining each year is 
deducted from the budget of operating ex- 
penses for the next year before thd suc- 
ceeding year’s allocation is made. 

“The itemized financial transactions of 
the National Association for the past year 
are to be found in the detailed report of 
the treasurer. This shows receipts and dis- 
bursements for the fiscal year to be approx- 
imately the same, leaving about the same 
balance on hand September Ist this year 
as one year ago. 

“This is a splendid business arrangement 
and a small balance should be maintained 
each year, if possible, to guard against 
emergency and to have funds on hand to 
operate for the first month of each fiscal 
year before the new allocation starts com- 
ing in. 


“The finance committee of the National 
Association toward the close of each year 
prepares a carefully itemized budget of op- 
erating expenses for the succeeding year, 
constantly having in mind the needs of the 
association in relation to reasonable income. 
Our information is that where state asso- 
ciations are likewise operating on a budget 
plan and collecting graded dues commen- 
surate with the value of association mem- 
bership, the successful financing of state 
associations is assured. 

“In making the allocations to state asso- 
ciations we have been able to gradually re- 
duce per capita cost until at the present 
time the average charge per member is 
lower than it has been for a number of 
years. 

“Increased efficiency of our organization 
and decreased per capita cost should be a 
source of gratification to every member of 
the National Association of Insurance 
Agents.” 





Fire and Casualty Companies Have 
Advertising Exhibits at Convention 


Milwaukee, Wis., Sept. 10.—Several fire 
and casualty insurance companies are 
maintaining headquarters and have adver- 
tising exhibits at this convention for the 
convenience of visiting agents. 

At the Wisconsin Hotel is to be found 
the exhibit of the Insurance Company of 
North America group, including the Al- 
liance of Pennsylvania and the Indemnity 
Insurance Company of North America, 
with W. H. Riker, assistant manager at 
Chicago, in charge. 
hibits of the America Fore Group, includ- 
ing the American Eagle, Continental, Fi- 
delity-Phenix and Farmers of Iowa. 


pas 
There are also ex- 


The Norwich Union group, including the 
Norwich Union Fire, Norwich Union In- 
demnity and Eagle Fire, have an exhibit 
with Vice-President H. P. Jackson of the 
Norwich Union Indemnity in charge, and 
the Chicago Fire and Marine and its run- 
ning mate, the Presidential Fire, have an 
exhibit at the Wisconsin. 

The Fireman’s Fund and Home Fire and 
Marine has headquarters at the Plankinton 
Hotel. 

Sheldon Catlin, vice-president, and C. R. 
Tuttle, western manager of the Insurance 
Company of North America, were visitors 
today at the headquarters of their com- 
panies at the Hotel Wisconsin. 





Get-Together 
Dinner Goes 
Off Well 
Milwaukee, Wis., 10.—The_ Get- 


Together Dinner last night was a large af- 


Sept. 


fair in attendance and the entertainment 
consisted largely of singing. 

Among the company executives was 
Charles N. Gorham, the new western man- 
ager of the American of Newark. 

The veteran Philadelphia orator, EF. J. 
Cattell, of the Chamber of Commerce, was 
the principal speaker, telling his collection 


of funny stories and philosophy. 


Stevenson 
Once a 
Messenger 

Milwaukee, Wis. Sept.  10.—Ly!e 
Stevenson, formerly a diamond in the 
reugh, which means that he had a 
career not unlike that of “Billy” Joyce, 
chairman of the board of National 
Surety at the start, is in Milwaukee 
with the Kansas City delegation. He is 
now a prominent agent of that city and 
is growing more successful every min- 
ute. He has made a lot of progress 
since he delivered messages as a boy for 
the Western Union. 


Donald’s 


Guide to 
Coverage 

Milwaukee, Wis., Sept. 10—The Clif- 
ford A. Donalds Agency of Thomas, W. 
Va., is distributing a guide to insurance 
coverage to the delegates attending this 
convention. It is a topical outline and 
guide to various lines of insurance com- 
piled for ready reference. In the 
twenty-four page pamphlet some expla- 
nation is given of 103 forms of insur- 
ance protection. 





New Novelty 
Game Called 
“Insuro” 

Milwaukee, Wis., Sept. 11—W. B. 
Burg, Los Angeles, head of the Burg 
Publishing Agency, is in charge of an 
exhibit of that house at the Hotel 
Plankinton. His advertising novelty for 
local agents is a game for children called 
“Insuro” which is patterned after “Par- 
chesi” with jumps ahead with being in- 
sured against fire, burglary, sickness, 
auto accidents, old age and other haz- 
ards and set backs for non-protection. 
The idea of the game is good and would 
go a long way toward spreading insur- 
ance education among children if widely 
used. 
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erforming a NATIONAL Service 


HROUGH its widespread activities in many 

industries, the Liverpool & London & Globe 

Insurance Company, Ltd., has established it- 

self as an organization of National service. 

Sharing its ideals and service, the “Star” and the “Federal 
Union” are proud of this prestige. 


The wideawake agents of these Companies are daily capi- 
talizing on this reputation among the buyers of insurance. 


The organization is fortunate in its agency representation. 
The high standing of its agents in every community, and 
the close co-operation between agent and Company have 
made the National status of the L. & L.& G. The “Star” 
and “Federal Union” find satisfaction in this heritage. 


Q Far 


Insurance Co. 
or AMERICA 


Executive Offices: 1 Pershing Square, Park Avenue at 42nd Street, New York, N. Y. 





Western Department ; Southern Department Pacific Coast Department 


CHICAGO NEW ORLEANS SAN FRANCISCO 













POX QQ QQ PDQ DDK DI QQ K KKK KKK KKK KKK KKK KKK KKK KKK KO KOKO KOK OK 

















8 


LOCAL 


AGENTS’ EDITION 


THE 





EASTERN UNDERWRITER 


September 13, 1924 





Thomas C. Moffatt, New President 
of Association, a Strong Figure 





Popular Head of Newark General Agency Well Equipped to 
Take Up Leadership in National Association Problems; Has 
Had Long Experience in All Branches of the Business; 
A Good Fighter; Story of His Career. 


Milwaukee, Wis., Sept. 11——Thomas C. 
Moffatt is the new president of the Na 
tional Association of Insurance Agents. 
There is perhaps no man connected with 
the National Association better equipped 
to direct its affairs than he. An in 
defatigable worker, with a background 
of training which has given him a look 
at all angles of the fire and casualty 
business, he will give to the administra 
tion of the office of president of the Na 
tional Association a breadth of view and 
an understanding destined to put behind 
that organization many of the problems 
which have been confronting it 
Moffatt, as he 1s 
known, began his insurance career in the 
New York office of the Liverpool and 
London and Globe in 1898. In that fine 


school he valuable 


“Tom” popularly 


acquired a most 
knowledge and experience of the com- 
pany end of the fire insurance business. 
He had an opportunity to take a look at 
insurance 


the business of fire from 


another angle when he joined the 


Agency Department of the Queen and 
was later made special agent tor that 


company covering Pennsylvania, Mary 
land, Delaware and the District of Co 
lumbia. 

Desiring to quit traveling and establish 
business, he left 
the Queen in 1907 and located in New 


ark. At that time the local and general 


himself in the agency 


agency of T. C. Moffatt and Company 
was established and today it stands in 
the forefront of New Jersey’s leading 


agencies attesting the ability of its 
founder. 

“Tom” Moffatt has been president and 
New 


writers Association and at the present 


secretary of the Jersey Under 
time is a member of its executive com 
He is president of the Fire In 
surance Society of Newark and a mem 


mittee. 


ber of its executive committee. He is 


treasurer of the Salvage Corps and a 


member of the executive committee of 
that body, while at the same time he is 
a member of the executive committee of 
the Good Practices Club. 

As chairman of the executive commit 
tee of the National Association of In 
surance Agents, “Tom” Moffatt has done 
his best work in connection with insur 
ance. The wisdom he has shown in this 
office gained through his long experience 
has brought him national fame both in 
agency and company ranks. 

“Tom” Moffatt is a fighter, he fights 
clean and none are there who engage 
with him in a clash of business swords 
lightly. 

In a brief acceptance talk Thomas C. 
Moffatt, newly elected president of the 
National Association, said that the con 
vention wanted action and results and 
while he was not sure that he was the 
man to get them, he 
make 


would willingly 


sacrifices both in business and 


his family if he can get active, sym- 
pathetic and cooperative assistance of 
the agents over the whole country. 

“It is peculiar and a 


happy coin- 





cidence,” said President 
the National 


only one 


Moffatt, “that 
Association had _ passed 
resolution on National De- 
fense Day. 


“I know and call by first name every 





THOMAS C. 


MOFFATT 


man elected regional vice-president and 
I know they are the type that can 


inake our national defense resolution 


something.” 

Chit C: 
elected chairman of the executive com 
mittee of the National 
rounding out a strong administration for 


mean 


Jones, Kansas City, Mo., was 


Association, thus 
the coming year. 


With large 
eastern and mid-western cities, the Na- 


aggressive leaders from 
tional Association of Insurance Agents 
is in a firm position. 

The election of Mr. Jones as _ chair- 
man of the executive committee prac- 
tically assures the selection of Kansas 
City, Mo., as the convention city in 1925, 
Regional vice-presidents elected today 
follow: 

New England—Donald G. North, New 
Haven, Conn. 

Middle Atlantic States—Eugene A. 
Beach, Syracuse, N. Y. 
States—Cliff FE. 
Jacksonville, Fla. 


Southeastern Payne, 


Southern States—Chkarles L. Gandy, 
sirmingham, Ala. 

Southwestern States—C. H. Walton, 
Fort Worth, Texas. 

Missouri Valley—Fred HH. Phillips, 


Spingfield, Mo. 
North Central 
Green Bay, Wis. 


States—Earl E. Fisk, 


Great Lakes—C. C. Strong, Cleve 
land, Ohio. 
Rocky Mountains—Mark J. Bennett, 


Denver, Colo. 
Southwest Pacific Coast—Percy H. 
Goodwin, San Diego, Calif. 
Northwest Pacific Coast—Harry Egan, 
Seattle, Wash. 


Put Teeth in Resolution Aimed 
at Companies Violating Principles 


Call It Inconsistent and Undesirable for Members to Represent 
Companies Against Association Objects; Ask for Practical 
Plan to Make This Effective; Motion for Supporting Rail- 
roads and Another On Former Agents Signing Endorse- 


ments. 


Milwaukee, Wis., Sept. 12—To pre- 
sent united and determined sentiment of 
the National Insurance 
against violating 


Association of 
Agents companies 


agents’ principles only one resolution 
was offered in the closing session this 
afternoon. 

with 


It contains the teeth 


It was adopted unanimously 


vreat enthusiasm. 
which the agents hoped for. Its text 
follows: 

“It is the sense of this convention 
that members of the National Associa 
\gents owe their 


ton of Insurance 


allegiance to those companies whose 
lovalty to our principles for the preserva 
tion of the American agency system is 
unquestioned. 

“It is inconsistent and undesirable for 
wny member of this Association to 


represent any company when, in the 


judgment of our executive comunittee 


the practice of such company is in- 


tentionally and continuously in viola- 
tion of those principles. 


“We urge 


determine 


the executive committee to 
upon a practical plan that 
will point the way for our members to 
actively support and make effective the 
above declaration.” 

Two motions were, offered by the 
chairman of the resolutions committee, 
one dealing with support for the na- 
tion's railroads and the other on = sign- 
ing endorsement of fire policies. 

The first 
referred to the 


was passed and the latter 
executive committee. 


Their texts are as follows: 
Motion On Railroads 


fundamental objects of insur- 


“The 
ance are those of conserving to owners 
the values of their insurable property 
and preserving and stabilizing credits 


that are dependent upon _— property 


values and the growth and_ prosperity 
of business. Insurance is dependent 
prosperity and_ stability 


pursuits of 


upon growth, 


of various industries and 
the country. 

“The prosperity and stability of busi- 
ness and the upbuilding of property 
through the nation is largely dependent 
upon efficient transportation — service. 
The surplus of insurance companies is 
largely invested in railway securities and 
credit. Railroad 


railroad stability and 


railroad efficiency are dependent in a 
large measure upon just laws and just 
regulations governing and 
transportation. 


affecting 


‘Therefore, | move that it is the sense 


of this convention that the delegates 
and those they represent should lend 
their 


influence to opposing legislation 


that tends to impair or destroy the 


credit, stability and efficiency of the 


railroad industry.” 
Motion On Endorsements 


“It is the custom of certain fire in- 
surance companies not to accord their 


former agents the privilege of signing 
endorsements pertaining to policies on 
said local agents’ books at times of 
severance of their business relations. 
The executing of such endorsements 
usually upon the succeeding 
receives no re- 
con- 
sumes time that he might be profitably 
spending 


devolves 
which he 
notwithstanding — it 


agent for 
muneration 


otherwise. 

“We believe that the assured would 
intelligently 
served, the former agent’s time and in- 


be more promptly and 
terests better conserved and the com- 
pany’s interests not adversely affected, 
by the former agent making and sign 
ing such endorsements. 

“I, therefore, move you sir, that this 
matter be referred to the executive com 
iInittee for consideration and such action 
as it may deem proper to relieve this 
condition.’ 


Bureau 
Companies 


Going Ahead 


Milwaukee, Wis., Sept. 11—Of course, 
the separation topic is one that is heard 
on every side. Nearly everybody wants it 
settled and is fearful of how the con- 
troversy will react upon state legislatures 
and insurance departments. 

The leading Bureau companies say they 
are going ahead in premium, one company 
making a particularly good gain, being the 
\merican of Newark. 





Do They 
Pay Their 
Balances? 


Milwaukee, Wis., Sept. 11—It is very 
peculiar how different standards are set 
up in this world and the different lengths 
of the measuring sticks to some. People 
judge others by their clothes, by their 
grammar, by their manners, by their 
wealth or by their reputation. 

Out at this convention company men 
do not judge speakers by their oratorical 
ability, by their wits or by their ideas. 
Instead, they say, “Does he pay his balances 
promptly.” 





Agents 
Are All 
Business 


Milwaukee, Wis., Sept. 11—The agents’ 
convention is not one of those new 
fashioned affairs where golf and other 
side-lines are sandwiched into the pro- 
grams. Instead the convention keeps go- 
ing after it starts. It is hard working. 


The executive committee of the National 
Association came to Milwaukee early, met 
Sunday night and all day Monday. 
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A. G. Chapman Makes Dramatic Appeal 
for Use of “Big Stick” by Agents 


Louisville Man Stirs Convention With Eloquent Plea for 
United Action in Upholding Principles;.He Thinks Asso- 
ciation Has Carried Olive Branch Too Long and May Lose 
Some of Its Effectiveness If Old-Time Force Is Abandoned. 


Milwaukee, Wis., Sept. 12—A. G. 
Chapman, Louisville, Ky., whose dynamic 
personality is always a force at Asso- 
ciation meetings, brought the session on 
fire insurance problems Thursday after- 
noon to a dramatic close by a stirring 
appeal to agents to fearlessly use their 
organized strength against hostile com- 
panies. 

Agents should regard as acts of dis- 
layalty movements by companies to 
vrab expirations due, overhead writing 
and appointment of bank agencies, which 
violations of agency principles should 
not be passed by. 

After opening his remarks with a 
tribute to the executive committee re- 
port, Mr. 


lows: 


Chapman continued as fol- 


“Twenty-eight years ago this associa- 
tion Was organized under conditions that 
necessitated one sole objective; that was, 
the establishment of a code of practices 
that established the rights of agents in 
their dealings with companies. 

Standing of Agent Established 

“In those days there was no agency 
cooperation. The organization, there- 
fore, was timely. Its accomplishments 
were not easily effected and its progress 
for many years was slow and the re- 
sults uncertain, But they finally won 
out and were successful. I do not have 
to tell you what these accomplishments 
were because they are well known. 

“Yet, they are worthy of a word for, 
by the establishment of non-overhead 
writing and ownership of expirations, the 
local agent, while still compensated on 
a commission basis as before, has be 
come a man of property respected in 
his community and having a = definite 
standing as a business man among busi- 
hess men. 
> “After the National Association had 
been in existence some time, its then 
leaders and managing officers, in my 
judgment, became fault finding and 
severe in their dealings with the com- 
pany, and it is my opinion that irritating 
criticisms and constant nagging that was 


employed at times all but destroyed the’ 


wonderful work that they had accom- 
plished. 

“This was about the situation seven 
years ago, when progressive agents such 
as FE. L. Allen, Fred J. Cox, J. L. Case, 
Frank R. Bell, Thomas C. Moffatt and 
others to a score or more, including 
many leaders in the old regime, saw an 
opportunity for.making the National As- 
sociation a big, broad factor for the good 
of insurance and a factor also capable of 
rendering material service to the insur- 
ing public. 

“What has been done by these men, 
too, was most successful. The National 
Association has grown until as you have 
heard here we now have more than 10,- 
000 agencies or firms as members with 
a standing immeasurably higher in the 
estimation of many company executives, 


and as well with wide recognition from 
the public. 


Need Big Stick, Not Olive Branch 


“Today I can truthfully say that the 
National Association has more well wish- 
ers than ever before in its history, but 
in adopting a broad principle of confer- 
ence, conciliation and cooperaiton, we 
have been marching only with an olive 
branch held out before us, having thrown 
away our ‘big stick.” 

“There is an old philosophy recently 
newly presented by the French premier 
in effect, that ‘Justice without might is 
impossible, but that might must always 
be exerted for right.’ 

“Our own business is worth analysis on 
this basis, a majority of company 
executives are in accord and in sympathy 
with what we are doing, what we stand 
for, but we must face the stern reality 
that there are some not only entirely 
cut of sympathy, but who flaunt their 
piratical methods in our faces because 
they no longer fear us, because they 
have sense that there is no force or 
might behind our appeal for right. 

“Has this surrender of the force to 
make might right checked the ruthless 
and the disorganizers? Has it been 
just, either, to those companies who are 
so loyally supporting our principles and 
who by so doing are called upon to make 
business sacrifices for which there are 
no compensation ? 

“T am forced to answer my own ques- 
tions in the negative. Nor do I believe 
that we have been just to ourselves or to 
the principles for which we stand. 

“While we may be rightly proud of 
the progress we have made in organiza- 
tion work, | can foresee the day, not far 
distant either, when we must establish 
ourselves as a force for right, not to 
dominate, not to harass the honorable 
and sympathetic companies, but to throw 
the fear of God into the dishonorable. 


Delay Will Increase Danger 


“T am speaking frankly because I be- 
lieve this is the time for complete frank- 
ness. I believe the delay of every day, 
month and year before we take a posi- 
tive stand increases the danger of our 
ultimate success. 

“Tf we, members of this association 
and representing, I believe, the pick of 
the local agency force of the United 
States, countenance ruthless methods at 
any one point without a universal pro- 
test, we but encourage the same ruth- 
lessness elsewhere. For such companies, 
I say, the ‘big stick.’ 

“The time has come when we 
got to feel that it is an act of dis- 
loyalty, if not degrading to our business 
to represent a company or any one of 
a fleet or group of companies that has 
violated any agent’s right to the owner- 
ship of his expirations, or one that has 
deliberately written insurance over the 
head and without the knowledge or con- 


have 


sent of even its smallest agent, or one 
that, with equal deliberateness, has un- 
dertaken to break down the fabric of 
the American Agency System in any 
commnuity by buying financial coercion 
through the appointment of banking 
houses, trust companies and others who 
would operate the insurance business as 
incidental to some other business, as 
their local representatives. 

“I believe there are thousands of mem- 
bers of the National Association who 
feel as strongly as I do on this subject 
that is so vital to all, and who are will- 
ing to deal only with companies whose 
joint cooperation with ours will make 
for better public understanding of in- 
surance, better cooperation with other 
right minded, thinking and acting com- 
panies, and better agency conditions 
throughcut these United States. 

“Without such cooperation on the part 
of local agents members of the National 
Association of Insurance Agents, I shall 
feel that most of our labors and most 
of our sacrifices have been in vain. 

“With a thousand or more agents 
agreeing on such principles we can put 
into an agents’ organization that proper 
force that must always be exerted for 
right which will prevent greed and 
selfishness fom creating disorganization 
in our business. 


however, that we must be sure that we 
are right before we exert our strength 
but when we are sure that we are right, 
then let’s pull together and go ahead. 
If we do nothing can stop us from be- 
ing an irresistible force for good prac- 
tices in the insurance business.” 


Barbour 


Is “Bob” 
In The West 


Milwaukee, Wis., Sept. 11—A_ great 
deal has been printed about western men 
becoming acclimated to the East, but not 
so much about how eastern men get along 
in the West. All of which leads up to 
the information that Robert P. Barbour of 
the North British group, who was given 
charge of the western business of that 
group of companies not so long ago and 
who was very much of an eastern type 
is fitting in very nicely with the people 
on the other side of the Alleghenys. 

“Bob” calls everybody by his first name 
as the others do and is called “Bob” in 
return. The average agent in the East 
calls executives “Mister.” 





Atlantic City 
Makes Beauty Bid 
For Convention 


Milwaukee, Wis., Sept. 11.—Atlantic 
City is making one big bid for National 
Convention in 1926. With two prize 
winning beauties, thirty-foot letter 
signed by the mayor of Atlantic City, 
Chamber of Commerce and local insur- 
ance club and ton of picturesque litera- 
ture, Harry L. Godshall, big agent of At- 
lantic City, is running his campaign here 
today. 

Kansas City is scheduled to get next 
year’s convention. 

At the entrance to the convention hall 
this morning, stand Clara Koehler, 
known as Miss Milwaukee in Atlantic 
City Beauty Pageant and winner of city 


contest here, and Miss Eleanor Ellis, 
runner-up here, attired in neat-fitting 
black one-piece bathing suits. 

They are handing out buttons and 
literature. At ten o’clock, the conven- 
tion hour, not six delegates had gone by 
the doors and President Bell is thinking 
of bringing beauties on the platform to 
entice delegates in. 

As time passes women guests come 
strolling in Arcadia ball room, but men 
are remaining in big lobby. Miss Mil- 
waukee won third prize in mid-western 
section contest at Atlantic City. Con- 
trary to most girls today, her hair is 
not bobbed and in remarks here says 
no girl can be really beautiful without 
long hair. 

The letter brought to the convention 
is thirty feet in height and written on 
giant Underwood at Atlantic City. Let- 
tering is three inches deep. Godshall 
is annually director of the National 
Beauty tournament at the playground of 
the world. Spiegelberg, attired in his 
nattiest, is assisting Godshall. 

It looks like Atlantic City is two years 
hence all right. 


Qualifications 
For Local Agents 


Are Formulated 

Milwaukee, Wis., Sept. 11—Charles H. 
Gandy, Birmingham, Alabama, made short 
and strong plea for qualification of mem- 
bers in state association this afternoon. 
To be members of the state association 
every agent should be in his local board, 
if one exists; should have fundamental 
knowledge of insurance business; and 
finally he should be citizen of state where 
he resides, Mr. Gandy declared. Meeting 
these qualifications agent is then ready to 
join fellow agents who are helping uphold 
high principles of their business. 





Seven Past 
Presidents 
On Hand 


Milwaukee, Wis., Sept. 10.—Seven 
past-presidents of the National Associa- 
tion are attending this convention. They 
are Fred W. Offenhauser, Texarkana, 
Ark.; A. H. Robinson, Louisville, Ky.; 
E. J. Tapping, Milwaukee, Wis.; C. F. 
Hildreth, Freeport, Ill.; Edward C. Roth, 
Buffalo, N. Y.; Fred J. Cox, Perth Am- 
boy, N. J.; A. W. Neale, Cleveland, 


Ohio, and James L. Case, Norwich, 
Conn. 


For Chamber 
of Commerce 
Committee 


Milwaukee, Wis., Sept. 12.—The con- 
vention adopted a motion to have the 
executive committee consider the invita- 
tion of James L. Madden, of the United 
States Chamber of Commerce for the 
National Association to appoint a com- 
mittee on co-operation with the Na- 
tional Chamber in Washington. 





Milwaukee, Wis., Sept. 12—In addition 


to those companies mentioned elsewhere 


other companies having headquarters 

Other companies having headquarters 
here are the Hartford Fire and its run- 
ning mate the Hartford Indemnity, the 
Royal Insurance Co. and the Royal In- 
demnity, the Crum & Foster group and 
the Liverpool & London & Globe group. 











TE A LL EL OREEOLSSS 





10 





LOCAL AGENTS’ 


EDITION—THE 


EASTERN 


UNDERWRITER 





September 13, 1924 





Consider Plan to Avoid Two Big 
Meetings in One Year; May Use Board 





Not the Wish of Leaders to Hold Two Legislative Conventions 
in One Year; Would Keep Mid-Year Gathering on Conver- 
sational Basis; Cliff C. Jones Proposes the Advisory Board 
System; Phillips, of Missouri, Wants Hail Cover Incorpo- 


rated in Tornado Policy 
Milwaukee, Wis., 


dents and secretaries of the state associa- 


Sept. 9.—The presi- 
tions met today with the officers and com 
mitteemen of The National Association of 
Insurance Agents in the annual dress re- 
hearsal always held the day before the 
About 


hundred were present, the country being 


national convention meets. one 


well represented geographically. 
Among the Easterners who talked were 


President Eugene A. Beach, Syracuse, 
N. Y., of the New York State Association 





KUGENE A. BEACH 


who is also a vice-president of the National 
\ssociation and President Edwin J. Cole, 
all River, Mass., of the Massachusetts 
\ssociation and regional vice-president of 
the National Association. 

Quite a large part of the time was de- 
voted to a discussion of a plan of a com- 
mittee of the executive committee of the 
National 


away 


Association which aims to do 
with the impression that the Na- 
tional Association is holding two conven- 
tions a year. 

This impression has arisen by reason of 
the wide latitude of the discussions at the 
mid-year meetings of the National Asso- 
’ ciation and the long reports of them which 
sometimes appear in the insurance papers, 
as well as occasional action on important 
subjects. 

Now the mid-year meeting is supposed 
to be a session devoted largely to con- 
versation so that a review can be made 
and a survey obtained of the leading events 
of the past six months of interest to the 
National Association. 

It is not the desire of the National Asso- 
ciation officers that the mid-year meeting 
be a legislative convention although there 
is no objection to as many qualified agents 
attending these sessions as care to do so. 


However, some agents have felt that in 
going to the mid-year meeting they have 
in reality attended a convention and some- 
times when the National Convention has 
come along will have remained away think- 
ing that they have attended one convention 
in the winter time which is enough for the 
year. 

Cliff C. Jones, Kansas City, Mo., chair- 
man of the committee, read to the gather- 
ing a plan which was a suggestion that an 
advisory board be constituted from the 
presidents and officers of the state associa- 
tions and they could meet twice a year 
in advance of the mid-year and annual 
meetings of the National Association, their 
sessions to be conversational and not bind- 
ing on the National Association while at 
the regular meeting strictly business sub- 
jects relative to the National Association 
could be handled. There are forty-one 
This matter will come 
up again at the sessions of the convention. 

At the meeting today President Phillips 
of the Missouri Association was introduced 


state associations. 


and he read a resolution which was adopted 
by the Missouri Association a few days 
ago. It was presented merely for pur- 
poses of information and it read as fol- 
lows: 

“Whereas, the plan under which insur- 
ance against loss and damage by hail as 
now provided by insurance carriers is in 
the opinion of this body unfair, unjust, 
and unscientific in that it is only provided 
by endorsement on windstorm policies and 
then only on condition that the amount of 
the hail insurance equal the amount of tor- 
nado, be it: 

“Resolved, That the managers of com- 
panies represented by members of this 
body be urged to provide for hail business 
preferably by incorporating such hail in- 
surance in the tornado policy form at a 
much smaller cost than now provided for 
by hail rider or to provide a separate policy 
for writing hail insurance which will not 
require the same amount of hail insurance 
as tornado insurance.” 

Miss Julia C. Hindman of Nashville, 
Tenn., secretary of the Tennessee Associa- 
tion and a prominent local agent, was 
called upon by the meeting for a talk. She 
has a keen wit and is always heard with 
interest. 

She said there were twelve companies 
in Nashville without a representation at 
the present time and special agents there 
will not appoint a bank as agent nor will 
they appoint a loan agent. 

Furthermore, she coatinued, the local 
agents appointed a committee at their last 
meeting to canvas the local agents of the 
town to see if the companies who want 
representation cannot get it. 

Miss Hindman declared that she did not 
believe companies were trying to disrupt 
the American Agency System. 

There was quite a discussion about bank 
agencies which are still a sore subject with 
the agents of the country. 


Eastern States Well Represented; 
Some of Agency Leaders on Hand 


Milwaukee, Wis., Sept. 10—The North 
Atlantic and Eastern States are fairly 
well represented at this convention with 
at least forty-five member agents reg- 
istered when the opening business ses- 
sion got under way today. 

Those registered include Eugene A. 
Beach, Syracuse, N. Y.; F. L. Gardner, 
Poughkeepsie, N. Y.; Glenn H. Johnson, 
Syracuse, N. Y.; E. J. Cole, Fall River, 
Mass.; D. G. North, New Haven, Conn.; 
J. D. Kauffman, New Haven, Conn.; A. 
W. Hicks, Summit, N. J. 


W. H. Spiegelberg, Jersey City, N. J.;. 


H. L. Gotschall, Atlantic City, N. J.; C. 
H. Biddle, Wilkes-Barre, Pa.; D. C. 
Moffat, Newark, N. J.; Mrs. C. W. Rice, 
New Haven, Conn.; J. L. Case, Norwich, 
Conn.; M. P. Russo, New Haven, Conn. 

L. C. Devereaux, Philadelphia, Pa.; 
V. F. Genge, Warren, Pa.; G. K. Frank, 
Erie, Pa.; C. K. Reickert, Erie, Pa.; E. 
G. Lange, Pittsburgh, Pa.; R. P. Beau- 
dry, Erie, Pa.; Jacob Gellert, Pottsville, 
Pa.; F. B. Downing, Erie, Pa.; A. D. 
Reeve, Newark, N. J.; Fred J. Cox, 
Perth Amboy, N. J. 

E. C, Roth; Bitiffalo, N. Y.; D. °C. 
Seager, New York, N. Y.; L. G. Mor- 
gan, Buffalo, N. Y.; R. R. Brockett, 
Buffalo, N. Y.; W. H. Kennedy, Buffalo, 
N. Y.; W. W. Booth, Syracuse, N. Y.; 
E. M. Sparlin, Rochester, N. Y.; E. H. 
Greenland, Syracuse, N. Y.; W. H. A. 





Fred Cox 
a Flash 
of Style 


Milwaukee, Wis., Sept. 10.—It is a 
good thing the Prince of Wales is not 
here or Fred J. Cox, of Perth Amboy, 
N. J., would be setting a new style in 
overcoats. It is a big brown check, cut 
square in a box as E. Berry Wall, the 
old king of Fifth Avenue, formerly wore 
them. This is the first convention Mr. 
Cox has attended in two years, and he 
was greeted with cheers and an every- 
body-up-on-your-feet welcome, when he 
made his first talk yesterday afternoon. 
Fred was perfectly at home and has not 
forgotten his gift of eloquence despite 
the fact that he had temporarily retired 
from insurance politics. 





They Liked 
James L. Case 
In Action 


Milwaukee, Wis., Sept. 11—James L. 
Case, Norwich, Conn., past president of 
the National Association, who is a good 
talker, is always in demand at National 
Association conventinos. He was called 
upon this afternoon to introduce Presi- 
dent Byram, of Chicago, Milwaukee and 
St. Paul Railway, feature speaker ot 
the convention. Mr. Case rarely fails 
to arouse enthusiasm or attention when 
he seeks to move an audience. Briefly 
he linked insurance and the railway in- 
dustry and common attacks on eacn 
from Government ownership advocates. 
Munns, Syracuse,, N. Y.; E. P. Leibel, 
Buffalo, N. Y.; D. F. Churchill, Buffalo, 
N. Y.; W. T. Churchill, Buffalo, N. Y. 


J. W. Cook, Providence, R. I.; George 
Parker, Pawtucket, R. I.; W. Gilmoar, 
3oston, Mass.; F. A. Norton, Salem, 
Mass.; E. B. Mallette, Torrington, 
Conn.; C. C. Marshall, Lewes, Del. 


Agents’ Work 
In Prevention 


Complimented 


Milwaukee, Wis., Sept. 10.—William B. 
Calhoun, Milwaukee, chairman of the Fire 


Prevention and Conservation Committee of 
the National described this 
morning the successful work of agents in 
furthering fire prevention efforts. 
Prominent among local agents engaged in 
this work has been C. B. 


Association, 


H. Loventhal ; 
James B. Catlin, Jr., Danville, Va.; Frank 
W. Lawson, Baltimore, and Mr. Calhoun, 
Milwaukee. 

Agents have had the satisfaction of re- 
ceiving unqualified commendation from fire 
insurance companies and 
leaders for the 


fire prevention 
attending their 
efforts in this connection, said Chairman 
Calhoun. 


success 


Brown & 

e 
Bigelow 

e e 

Exhibit 

Milwaukee, Wis., Sept. 10.—Ken V. 
Kothchild, manager of the insurance de- 
partment of Brown & Bigelow, St. Paul, 
Minn., makers and distributors of re- 
membrance advertising, is in charge of 
an elaborate exhibit at the Hotel Wis- 
consin. He distributed for the concern 
he represents attractive leatherette 
match box holders at the Get-Together 
Dinner last night. 


Absentees 


Milwaukee, Wis., Sept. 11.—Secretary 
Sennett this afternoon read telegrams 
of greetings from C. W. Bender, Towan- 
da, Pa.; E. M. Allen, Helena, Aark., and 
President Ralph McCormick of the Cal- 
ifornia Agents Association, who were 
Milwaukee. Mat T. 
Mancha sent a message reiterating al- 
legiance of the Los Angeles Fire Insur- 
ance Exchange to National Association 
principles. 


Thought 
Singer Was 


. 

Chairman 

Milwaukee, Wis., Sept. 11.—Frederick 
W. Carberry, International Rotary Sec- 
retary, is in charge of the community 
singing during this convention. He is 
demonstrative and not at all hesitant 
to act, having so far interrupted two 
renditions of America to ball out dele- 
gates for various local faults. Some 
delegates mistook him for the chairman 
of the convention sessions last night and 
this morning until President Bell took 
over the reins. 


unable to get’ to 
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who is fully protected by Insurance enjoys peace of mind 
which permits him to grapple with the problems of his 
business without undue anxiety as to what damage the 
Elements or Human Carelessness may bring to him. 
This is one of the many reasons why successful busi- 
ness men “Insure to the Safety Point.” They find after in- 
vestigation that insurance is a sound business proposition 
from every angle and they are ready to place their in- 
Surance with those agents who have analyzed and 
pointed out their needs to them and who represent re- 
sponsible companies with years of fair dealing, experi- 
ence, and substantial resources behind them. 
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Urges Selling of 
Sprinkler Protection 


HAS VAST PROTECTIVE VALUE 


E. J. Phillips Tells Agents Part They 
Can Play In Getting Manufacturers 
to Install Sprinklers 


Vilwaukee, Wis., Sept. WUE. J. 
Phillips, vice-president of the Phillips 
Company of Chicago, this afternoon ex- 
plained to agents at the National Associa- 
tion Convention the part they can play in 
sprinkler protection 
His address follows in 


increasing automatic 


in industrial plants. 


full: Ge 

secause “sprinklered premiums” repre 
sent so small a portion of your busi- 
ness income I would feel handicapped 


in talking to you on “Automatic Sprink- 
and their relation to you and what 
stand for, did I not consider the 
subject vital to and dove-tailing 
with the declarations of your 

Association in its efforts to 
of the American 


lers” 
you 
whole 
closely 
National 
preserve the 
System. 


integrity 
Agency 

While this bold state- 
nevertheless it readily submits to 
fairly itself. The 
problem is tremendously one for solution 
by the local agent, as the system under 
which the 


sounds like a 
ment, 
and 


analysis proves 


stock insurance is today con- 
ducted, and I see no immediate change 
both within and 


possible, is competitive 


without. Unless the agent, therefore, 
becomes a sprinkler advocate, and so 
forestalls competition, his business con- 
tains a vulnerable element and _ his 


choicest lines may disappear overnight. 


Sprinkler Protection New 


it; 6-2 fact that until 
quite recently comparatively few local 
themselves to any 
proposing automatic 
sprinkler protection. They rather have 
considered the introduction of sprinklers 
a fofm of competition to be met as the 
risks themselves are equipped. It must 
be believed also that one type of agent 
who by no stretch of language could be 
truthfully described as alert or pro- 
gressive, actually has opposed the intro- 
duction of sprinklers because of the fact 
that admittedly they reduce commis- 
sions. This is not to be wondered at 
when we recall that scarcely more than 
twenty years ago, some of the stock 
company officials, now avidly seeking 
this business, were talking about sprink- 


demonstrated 
agents interested 


great extent in 


lers as “devices of the devil’—instru- 
ments proposed solely for a reduction 
in rates. 


I am glad to be able to say, however, 
that this type of non-progressive agent 
is rapidly disappearing from the horizon. 
We now observe more and more agents 
taking a deep interest in the so-called 
protected lines of insurance. We see 
them recognizing the economies of auto- 
matic extinguishment and its effect on 
the welfare of the nation. We see them 
recognizing that in their proposing this 
protection to their clients, they are ac- 
tually insuring their own expirations. 

If you have any idea that I am going 
to talk to you about the efficiency of 
sprinklers as fire extinguishing devices, 
you may dispense with it at once. I am 
not going to say a word about it. We 
admit it. But I am going to talk to you 
about the volume of the business, where 
it is going and why, and how much your 
service is needed by your customer when 
it is service. 

Not long ago I read a definition of 
business. It was as follows: 

“Business is the organized effort of 
society to supply human wants.’” 


Let’s see what some of the human 

wants are in connection with automatic 
sprinklers. In 1921 there were installed 
in the United States and Canada, 
1,756,000 sprinklers; a great many more 
than that in ’22 and a great deal more 
in ’23 than ’22; and in 1924 there will be 
installed in the United States and Can- 
ada approximately 3,500,000 sprinklers. 
The minimum number of square feet per 
sprinkler is 60; the maximum is 100. 
Taking an average of 80 square feet per 
sprinkler, this means there will be 240,- 
000,000 square feet of factory and mer- 
cantile space equipped with automatic 
sprinklers in 1924; and it will be much 
more than this in 1925, 


Insurable Values Per Foot 


I have made careful inquiries regard- 
ing an estimate as to the insurable value 
per square foot. On the mercantiles 
it runs about $8.00; and the factory 
space less. Taking an average of $6.00 
we have, roughly speaking about $1,500,- 
000,000 of insurance that will change 
from the unprotected lines to the so- 
called “sprinklered” lines during 1924. 

You cannot make me believe that the 
members of the National Association are 
not interested in such figures; that this 
whole problem of sprinkler protection is 
not primarily a first consideration with 
agents, for if the ratios of this protec- 
tion continue to increase in anything 
like the proportions attained during the 
last ten years, there will not be a local 
office in the United States that does not 
feel its effect. 

The way this protected business is 
now being handled, and has in the past 
been handled, tends ot delocalize and 
divert it. By that I mean that the 
equipment of a risk with automatic 
sprinklers tends to take it from the 
hands of the local agents and to put it 
into the hands of large brokers in large 
cities. In addition to this, the tendency 
is to divert the business from stock com- 
panies to mutuals and reciprocals. 


At the present moment it is no con- 


cern of ours how this subject of sprink- 
ler installation has been introduced to 
your client. He may have seen an ad- 
vertisement illustrating the protection to 
be secured through automatic sprinklers. 
He may have heard of the feeling of 
security that installations have brought 
to some large manufacturer or mercan- 
tiler. The idea may have come to him 
through the examination of the plant of 
some competitor who, perchance, is sell- 
ing more cheaply than he can. It may 
have been introduced to him through 
some large brokerage office which may 
or may not combine financing with in- 
surance. It may have come from some 
mutual or reciprocal salesman, specializ- 
ing in equipped risks and ready to take 
advantage of every opportunity to sug- 
gest protection; or it may have reached 
him direct from some sprinkler sales- 
man. 


Why Sprinklers Are Needed 


The fact remains that the subject of 
automatic sprinklers is actually under 
consideration by your client, who, as a 
successful business man, would not be 
doing his duty either to himself or to 
his stockholders, did he not give full 
consideration to all of the economies and 
satisfactions that are certain to come 
with the protection of the property 
under his direction and the safeguarding 
of the lives of his workmen. 

In the consideration of automatic 
sprinklers the perplexities that come tc 
the manufacturer or mercantiler are 
manifold. In fact, they are worse than 
that. He buys an automatic sprinkler 
system but once in a lifetime. It is 
something he has had no _ experience 
with whatever; something that must be 
installed to perfection if it is properly 
to protect his growing business and be- 
come a permanent improvement. Inter- 
twined with this element is the very 
decided advantage accruing to him of 
lower rates of fire insurance. Have I 
made it clear that this is a very impor- 
tant matter to this owner? Think of 
it! It protects his property forever, is 

(Continued on page 28) 
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CASO AR OGTAGTAS ae 


JUST AS THERE TIS A CERTAIN STANDARD 
FOR THOSE WHO INVEST IN BONDS, 
THERE IS A SIMILAR STANDARD FOR 
THOSE WHO REQUIRE INSURANCE. 


TODAY THE RED ROYAL SHIELD ON AN 
INSURANCE POLICY IS THE SYMBOL OF 
THE HIGHEST STANDARD OF SECURITY, 
PROTECTION AND SERVICE. 


OYAL 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager Elwin W. Law, Manager 
NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL. 
Frederick B. Kellam, Manager Field & Cowles, Managers Rolla V. Watt, Manager 
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President Bell Exhorts Fire Companies 
to Return to Ethical Field Practices 





Charges Them With Causing Disturbances That Injure Local Agents’ Business 





National Association Head Calls For Sole Agency Basis of Representation and Limitations in Cities; 
Agents Have Retarded Fitzgerald Bill; Cites One Danger Within Agency Ranks; 
Wants Qualified Association Members Only 


Milwaukee, Wis., Sept. 10.—President 
Frank R. Bell of the National Association 
minced few words today in criticizing fire 
insurance companies for disturbing the 
agency field. In the course of his annual 
address to the convention he pointed out, 
among other things, the lack of coopera- 
tion given agents by the companies and 
recommended a return to single agency 
rules and limitation of agencies in the large 
cities. Mr. Bell also spoke of the need 
for qualified members only in the National 
Association so that the standard of the 
organization could not be criticized. Fol- 
lowing is Mr. Bell’s address in full: 


Many events of moment in agency 
ranks have occurred since our last an- 
nual convention at Buffalo in August, 
1923. None, perhaps, has been so im 
portant or far-reaching in its effect as 
the unfortunate company controversy in 
the Middle West, which, stranye to think, 
affected most those who had no share in 
its making—the agents. For a time the 
storm raised by the issue threatened to 
become a whirlwind and to sweep over 
the entire land. The South, at least, is 
now involved in similar disturbances 
which are causing much concern to 
agents in that section of the country. 

That the companies alone are respon 
sible for the trouble is a fact admitted 
even by their officials. All of us agents 
have practically without exception, se 
verely censured the companies and their 
organizations for the burden of worry 
they have laid on us. Strength was 
addded to our position by the un- 
blemished record of our organization, 
the National Association. 

Indeed, there is good reason for pride 
in both the basic principles and the ac- 
complishments of this body. On the edi- 
torial page of the AMERICAN AGENCY 
BULLETIN this paragraph appears: 

“Devoted to the upbuilding of the 
American Agency System through the 
co-operation of active, influential Amer- 
ican agents subscribing to the precepts 
of the National Association of Insurance 
Agents; reading the BuLvLetin with un- 
failing regularity; always supporting 
right principles, and ever opposing bad 
practices in the business.” 

All members, by the very fact of their 
voluntary enrollment in the National As- 
sociation, are presumed to be familiar 
with its aims and principles and _ sin- 
cerely to subscribe to them, as indeed 
they should. But some recent develop- 
ments in agency ranks are rather dis- 
quieting. I shall revert to them later. 


Now I wish to point out briefly some of 
the accomplishments of the National 
Association which were actuated en- 
tirely by the principles that gave it ex- 
istence. 


Accomplishments of Agency Body 


Only a short time ago the editor of an 
insurance journal testified to these ac- 
complishments when he said that every 
worth-while reform in the insurance 
business during the last fifty years had 
either originated with the agents or been 








FRANK R. BELIL 


put through as a result of their labors. 
Prominent company executives have 


often testified to the great help rendered 


by the agents. Need I, then, weary you 
with a detailed account of the fight 
against overhead writing, rebating and 
underwriters’ annexes; of the campaign 
to secure recognition of the principle 
that the agent who produced the busi- 
ness owns the expirations? Let me 
speak of more recent events. 
“During the war period,’ said Cor- 
nelius J. Doyle, Associate General Coun- 
sel of the National Board at our con- 
vention last year, “when insurance was 
immediately threatened with almost 
wholesale governmental conversion, none 
had more influence, none gave more un- 
sparingly and unselfishly to avert this 
threatened calamity than your member- 
ship.” And last year and again this year 
the Fitzgerald Bill was opposed in Con- 
gress; it would have made workmen’s 
compensation insurance in a government 
fund compulsory in the District of Co- 


lumbia. National Association officers 
and individual members dropped their 
personal business and hastened to 
Washington. Many calls on Congress- 
men were made by them. Those in 
direct charge of the opposition to the 
Fitzgerald Bill have said freely that no 
greater support or assistance was ren- 
dered in getting the danger of the 
measure before Congress than that 
given by the agents. 

In Alabama the agents led a success- 
ful fight to repeal the 25 per cent pen- 
alty law that had hung over the com- 
panies for many years. In Georgia 
agents’ association officers induced the 
Superintendent of Banks to require that 
insurance collateral in state banks be in 
companies authorized to do business in 
the state. They also secured assurances 
from the Federal Reserve Board that 
the same general principle would be en- 
couraged in handling paper passed to 
Federal Reserve branches for redis- 
count. Such work, some of it benefit- 
ing the companies exclusively, was done 
by Southern agents who were treated 
with scant consideration by the South- 
eastern Underwriters’ Association in a 
conference a few months ago. 

What can be said of the agents’ part 
in fire and accident prevention? Only 
something like Frank Lock, then United 
States Manager of the Atlas, said at 
our mid-year conference in Chattanooga 
in 1922: “There is something almost 
heroic in the way agents penalize them- 
selves to keep good faith with the com- 
panies and incidentally to serve the 
public by minimizing the fire waste.” 


Need of Publicity 


Your attention will be called during 
the Friday session of this convention to 
the importance of getting insurance in- 
formation to the public, in order to over- 
come the prejudice and misunderstand- 
ing of our business in its mind. I have 
long believed that the agent is the sole 
means of accomplishing this purpose 
He is in constant touch with it every 
day in the year, delivering policies of 
insurance, with daily opportunities to 
tell assureds something about the busi- 
ness and to explain its intricacies. If we 
would deliver to the public brief, clear 
and concise messages in explanation, it 
would remove public suspicion of the 
business and go a long way toward 
overcoming prejudices now existing. 

I might continue on the subject of 
agents’ help to the business for hours. 
But I promised, by implication, not to 


dwell too long on familiar things. My 
desire is rather to look to the future and 
call your attention to a danger within 
our ranks that must be considered seri- 
ously from more than one aspect, and 
removed. 


An Agent’s Reprehensible Conduct 


This danger may have existed before 
the Union-Bureau controversy but it has 
manifested itself with great vigor since 
separation followed that regrettable 
split. It is that agents are not playing 
fair, in some cases. In the AMERICAN 
Acency Butetin of August 8, 1924, ap- 
peared an article on page 1, entitled, 
“Tniquity of Differential Commissions in 
the Same Agency,” in which one of 
these cases was cited. 

An agency, after fifteen years of most 
pleasant relationship, suddenly ceased to 
do business with a company, according 
to one of its officers, and secretly 
switched the business to another com- 
pany for a 5 per cent differential, and 
in violation of a signed agreement. Very 
important for us are the conclusions 
drawn from this incident by the execu- 
tive, namely: 

The case “has happened to others and 
has converted many of us to separation 
who were formerly opposed to it. Now, 
is it any wonder that companies are be- 
coming unresponsive to some of the de- 
mands of local agents and that the own- 
ership of expirations may yet be the sub- 
ject of further discussion? There is 
enough bad faith existing among our- 
selves, goodness knows, but something 
just as bad is to be found among a cer- 
tain class of agents which it is well to 
remember before granting further con- 
cessions as to commissions and expira- 
tions. We may add that this agency had 
signed the graded commission agree- 
ment.” 


Psychology of the Situation 


Can we not read between the lines of 
this company official’s statement that 
such injury as it suffered was entirely 
unexpected from an agency in which 
was reposed the utmost trust? that he is 
not accustomed to bad faith in agency 
ranks? We must recall, at the same 
time, that this company’s special agent 
was told very politely, but nevertheless 
unmistakably, that fifteen years of close 
and profitable relationship amounted to 
nothing when an extra 5 per cent was 
in sight. 

One rotten apple may spoil an entire 


(Continued on page 22) 
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National Association Membership Largesi 
In History; Now Numbers 10,000 Agents 


Rapid Growth of Local Boards In Fourteen States Helpful to Agents’ Progress 








Secretary Walter H. Bennett Stresses Value of Organization and Cooperation; Net Gain of 1,222 Made 
in Membership During Year; Finances in Excellent Shape; Regional Meetings Gain- 
ing in Favor; Deplores Government Interference 


Milwaukee, Wis., Sept. 10.—Secretary 
Walter IT?. Bennett of the National Asso 
ciation this morning drew vigorous ap- 
plause from the convention delegates when 
he announced in his report that the Asso- 
ciation’s membership was the largest on 
record, being now within 17 members of 
10,000. He went on to discuss the prog 
ress and value of local boards and also 
laid emphasis on the extension of the sys 
tem of regional meetings, which New 
York State inaugurated a couple of years 
ago. Following is Mr. Bennett's annual 
review of National Association activities 
in full: 

In presenting to this convention the 
record of another year, I am mindful of 
the fact that the necessarily short time 
available will permit only the briefest 
reference to passing events. 

The National Association closed the 
last fiscal year with the largest member- 
ship ever recorded in its history. This 
result bears mute testimony to the re 
gard in which our organization is held 
by the agents of America and _ their 
belief in the Association as a vital need 
in their business. It also casts upon all 
of us the additional responsibility to 
see that the record of progress hereto- 
fore made shall continue unabated. 


Development of Agents’ Association 

The insurance agent in America is as 
old as American insurance itself. More 
than one hundred years ago the Ameri- 
can agent began to discharge the duties 
and functions of providing the public 
with the benefits and advantages of 
property protection. We are not con- 
cerned at this moment with the his- 
tory of insurance in America, except 
to say that in its wonderful evolution, 
in the magnificent strides it has made 
to serve American business interests; 
in the necessary protection it has af- 
forded to every business enterprise; in 
the support it has given to American 
credit; in the factor it has been in 
‘developing American’ resources, the 
agent has had his full part in enlarg- 
ing, fostering, strengthening and stabil- 
izing the American insurance business. 

In an effort to have every agent 
make the most of himself and his op- 
portunities, agents began to associate 
themselves together more than a quar- 
ter-century ago. Since that time there 
has been a gradual increase of efficiency 
and service in the ranks, until at the 
present moment the National Associa- 
tion of Insurance Agents is recognized 
as a valuable and necessary adjunct of 
the insurance business. 


The organized agents of this country 
have been denominated the stabilizing 
influence in the insurance business. This 
because their ideals are high and their 
principles They 
four-square on important issues, 


stand 
Their 
record is an open book. Their accom- 
plishments are all for the good of the 
common welfare. 


unassailable. 


They believe in the 
tri-lateral interest wherein are involved 
the rights and prerogatives of the pub- 
lic, the companies and the agent—all 
to be preserved and promoted to the 
fullest extent, and among which there 
is no conflict until one of the parties 
presents an unreasonable demand. To 





WALTER H. BENNETT 
the progress of this trinity of interest 
we should devote our utmost effort. 


Organization and Co-operation 


There are two important economic 
forces in the business world, organiza- 
tion and co-operation. When these are 
joined with intelligent direction we 
have a trinity of power for good in any 
enterprise. Insurance is perhaps in great- 
er need of such an influence than any 
other calling. Little advance has been 
achieved in any business 
Much has been 
accomplished by and through co-opera- 
tive effort. 


American 
without organization. 


Most people believe in organization 
and progress, but many of us are will- 
ing to let the other fellow do the organ- 
izing and co-operating in the hope that 
his effort will bring progress and pros- 
perity to us. Most insurance agents be- 
lieve in opportunity. However, some 
do not seem to see opportunity in an 
agents’ organization. 


The insurance agents of any given 
city, when organized into a local board, 
are or are not effective iin their work, 
the result depending upon themselves. 
This is true because ambitions, desires 
and efforts of individual men are the 
things which really constitute the ac- 
tivities of the same men when organ- 
ized. 


Progress and Value of Local Boards 


We have been fortunate during the 
last year in the organization of innum- 
erable local boards throughout the 
country. The States of Alabama, Cali- 
fornia, Kansas, Maryland, 
Minnesota, Missouri, New 
North Carolina, Oklahoma, 
Pennsylvania, Virginia and Wisconsin 
have all shown marked progress in 
creating these new organizations. 

The administration of your National 
Association is very much encouraged by 
this new and active interest in the 


Georgia, 
Michigan, 


Jersey, 


work. We know that agents organized 
into local boards are infinitely better 
able to handle local problems than by 
acting independently. We urge strong- 
ly that agents living in the larger towns 
and cities, who are now unorganized, 
proceed immediately to effect a local 
organization. 

It has been demonstrated during the 
year that local boards are of the great- 
est value to the agents. They afford a 
protection not attainable in any other 
way against unethical practices either 
by companies or other agents, and are 
a bulwark of defense against dangerous 
legislation. Where thus organized the 
agents of any community may extend 
the maximum of service to the public 
and refute to the best advantage the 
offering of those forms of coverage 
which are inadequate and unreliable. 


Increase in Membership 


The record of the National Associa- 
tion for the past year is replete with 
activity. Two new State associations 
have been received into the fold, Louisi- 
ana and New Mexico, the former with 
an initial membership of 107 and the lat- 
ter with 43. 

Our membership shows a_ constant 
and healthy growth. During the year 
we made a net gain of 1,222. For the 
first time in our history the membership, 
during August, rose to in excess of 
10,000. However, during the closing 
days of the fiscal year about 100 mem- 
bers were dropped by the State asso- 
ciations, and the year closed with a 
membership of 17 under 10,000. 


The interest in the several State as- 
sociations has been uniformly sustained, 
and the march of agency progress is 
readily observable. The State associa- 
tion officers as a whole have been un- 
tiring in their labors; to the diligence 
of their efforts may be largely attributed 
the present favorable situation. 

The largest numerical increase in the 
membership of any State association has 
been in Texas, where 142 new members 
were added to the rolls. The largest 
percentage of increase has been made in 
Pennsylvania, where 120 new members 
were added, a percentage increase of 
41 per cent. The Membership Cup 
awarded at each annual convention to 
the State adding to its membership the 
largest percentage of increase for the 
fiscal year has, therefore, been won by 
the State of Pennsylvania. 


Regional Meetings 


Experiences during the year have em- 
phasized the value and importance of 
regional meetings. Successful campaigns 
have been carried on in New York, Con- 
necticut, Michigan and otheg States. 
The New York State Association began 
this method of approach to indifferent 
agents two years ago and finds that a 
considerable number of now useful mem- 
bers have come in as a result of the 
early meetings. It has very definitely 
been shown that gatherings of this 
character not only bring into the State 
association good agents who had not 
theretofore shown interest, but greatly 
increase the enthusiasm of old members 
who have not been regular attendants 
upon State and National Conventions. 

National Association finances were 
never in better shape than today. All 
obligations during the year were 
promptly discharged as they accrued, 
and a substantial cash balance remains 
on hand, which will proportionately re- 
duce the allocation made to the respec- 
tive States during the coming year. 

Our Power Development Fund, in ex- 
cess of $25,000, remains intact as an 
emergency fund, if occasion for its use 
shall arise. 


Government Interference; 


Bill; Legislation 


Fitzgerald 


Government in business has loomed 
large on the horizon during the past 
year. We still face the possibility of 
Congress’ passing the Fitzgerald Bill, 
providing for monopolistic workmen’s 
compensation through a State fund in 
the District of Columbia. This bill did 
not come before the whole House before 
adjournment of the last session, but it 

(Continued on page 20) 
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OU HAVE SEEN the advertising of the Insurance Company of North America 
—because you are interested in Insurance. 
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ested in insurance. They are thinking more aboul insurance. They are thinking 
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Railroad Head Offers Strong Case 


Milwaukee, Wis., Sept. 10.—-President 1H. 
E. Byram of the Chicago, Milwaukee & 
St. Paul Railway Company presented a 
vigorous defense of American railroads 
before the National Association convention 
this afternoon, calling on the local agents 
to resist unjustified and socialistic attacks 
against the nation’s carriers just as they 
resist similar onslaughts against insurance. 
Mr. Byram described these attacks and of- 
fered an elaborate and convincing answer 
in support of private operation of railroads. 
This address was one of the hits of the 
first day’s session at the convention. [Fol 
lowing is Mr. Byram’s talk in part: 


The transportation question is one in 
which the public is vitally interested 
Much is being said and written about it 
by men who are not and have not been 
in railroad service, and have no personal 
experience to qualify them in_ passing 
judgment. It is important, therefore, 
that those of us who have been for 
many years engaged in this line of busi- 
ness, shall offer such facts and figures 
as will throw some light on the much 
muddled subject 

For this reason, I have made it con 
venient to discuss transportation affairs 


whenever opportunity offered. 


for Justice to Nation’s Carriers 


President H. E. Byram of the Chicago, Milwaukee & St. Paul Shows Fallacies 
of Radical Attacks on Private Ownership of Roads; State Roads in 
Europe Operated at Loss; Calls for Support from Public 


I am especially pleased to appear be- 
fore you who represent the insurance 
companies of the country that I have 
so great an investment in railroad se- 
curities. 

You have a very definite interest in 
the stability of the American transporta- 
tion system, and in defending it against 
unreasonable and vicious attacks. 

It is evident that most of the criti- 
cism of the railroads has been uttered 
for the purpose of creating in the pub- 
lic mind a feeling of antagonism toward 
and dissatisfaction with private owner- 
ship and operation. 


Facts Are Misconstrued 


Those responsible for this criticism 
have deemed it profitable to go beyond 
the facts and to so cleverly construe 
and misconstrue the performance and 
financial results of the carriers, as to 
make it appear that some radical change 
is necessary. 

We find some of the spokesmen of the 
opponents of private ownership issuing 
statements to the effect that Government 
ownership of railroads offers the pana- 
cea for all transportation ills. 

It is right that men should constantly 


seek improvement in all their social and 
commercial agencies. 

This desire for progress is the hu- 
man characteristic that is responsible 
for all the achievements in various arts 
and sciences. 

We are all interested in bringing about 
improved methods and_ practices in 
handling our respective business affairs. 

Insurance companies have gone far in 
this field—in perfecting new ideas for 
protective coverage—keeping abreast of 
the requirements of a civilization that 
is daily becoming more complex. 

The railroads have exerted themselves 
in the same direction, enlarging and im- 
proving their facilities to take care of 
demands for greater and better trans- 
portation service. 

The tractive power of locomotives and 
the capacity of cars have been tremend- 
ously increased in the last decade, as 
have been yards and passing tracks, ter- 
minal facilities, shops, and a multitude 
of other appurtenances. 

Accomplishments of this sort indicate 
progress in these lines of human effort, 
and while they are to be expected as 
good business practice, they should not 
be ignored or overlooked by students of 
transportation. 

In their attempts to effect improve- 


ments on existing practices or things 
men sometimes make mistakes. 

Not every new idea is adaptable to the 
social or commercial development of a 
people or of the world. 

There are, for illustration, organiza- 
tions whose program is an expression of 
remonstrance against an imaginary sys- 
tem supposed to be exploiting some part 
of our citizenship. The idea of these 
organizations is to practice sabotage of 
all kinds so as to embarrass the differ- 
ent industries and make their operations 
costly and if possible unprofitable. 


State Roads Operate at Loss 


So we will have to add Mexico to 
Canada and Italy and France and Brazil 
and Sweden and Switzerland and other 
countries that might be mentioned,—all 
testifying in unmistakable language to 
the unsatisfactory results that follow 
government ownership and operation of 
railroads. 

In the platform of one of the politi 
cal parties you will find reference to 
“public ownership with democratic 
operation.” 

Such a definition of the aims of that 
party compared with the present situa 
tion is enlightening, but not promising. 

It is enlightening because it shows 
what a limited idea of the actual situa 
tion is possessed by those who drafted 
the phrase. The conception of railroad 
affairs that they have is, doubtless, based 
upon the propaganda freely distributed 
by some of their principal adherents to 
the effect that the railroads are now 
owned by a few and operated for the 
profit of these few to the disadvantage 
of all other citizens of this country. 

Of course, to be consistent, they 
should believe the doctrines they preach, 
however at variance with the facts they 
may be. 

What are the facts about the owner 
ship of railroads by Wall Street and by 
a few Eastern capitalists ? 

From the best figures obtainable, there 
are more than three-fourths of a million 
holders of railroad stocks in this coun- 
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C. M. St. P. President Makes Strong Defense of Railroads 


try and about one million owners of 
railroad bonds. 

It is estimated that insurance com- 
panies have about two _ billion dollars 
and savings banks one billion dollars in- 
vested in railroad securities. Univer- 
sities and other public institutions are 
likewise large investors in these securi- 
ties. 

The ownership of railroads, therefore, 
cannot, by any stretch of the imagina- 
tion, be : said to lie in the hands of a few. 


Whole Public Interested 


Taking into account other members of 
the families of those who hold insurance 
policies and have deposits in banks and 
of the individual stock and bondholders 
it is evident that a large majority of the 
citizens of this country are directly con- 
cerned with any movement that jeop- 
ardizes the value of railroad securities. 

So far as the operation of the carriers 
is concerned, no matter whether a 
stockholder has one or a_ thousand 
shares of stock, he is interested in the 
economical and efficient operation of 
his railroad, and the value of his invest- 
ment therein fluctuates with the market 
price of the securities he owns. 

I use the word “value” here in the 
sense of the sum that might be realized 
by disposing of the securities, and not 
as representing the value behind these 
securities, 

The investigations of the Interstate 
Commerce Commission have proved that 
the value of the property of the carriers 
is in excess of the net capitalization and 
there is no reason for questioning the 
findings of the Commission. 

Their investigations, carried on under 
the provisions of the Valuation Act of 
1913, which was sponsored by a prom- 
inent senator of Wisconsin, have already 


consumed more than ten years of time 
and an immense amount of painstaking 
detailed effort and close to a hundred 
million dollars of the railroads’ and the 
government’s money. 


It is not clear, therefore, how “Demo- 
cratic operation” referred to in the plat- 
form of one of the political parties is 
going to help the stockholder or the 
public. 


If such a change is to be effected by 
taking the railroads from their 13% 
million bond and stockholders and the 
millions of others financially interested 
in these securities it is important to 
know what price is proposed. 

Luckily, we have some light on this 
point in the utterances of some spokes- 
men who speak lightly of reducing the 
railroads’ present value of 20 billions or 
more to the level of present market 
prices. 

For the Milwaukee road this would 
mean a reduction to about one-sixth of 
par value for common stock and one- 
quarter for preferred. Our 22,500 stock- 
holders, therefore, would have to stand 
the loss—not merely a few capitalists 
in what is called “Wall Street.” 

So that the public as individual 
owners of the properties would be hard 
hit at the start of the program, for the 
privilege of having their properties, 
collectively owned, placed at the mercy 
of Democratic or political operation 
with the results experienced in foreign 
countries as a prospect. 

When business conditions are favor- 
able and railroads are permitted to con- 
duct their affairs in an economical man- 
ner without undue restrictions or dem- 
onstrations against a fair return, their 
financial condition, naturally, improves 
and this is reflected in the higher 
market price of their securities. 


The reverse of this situation is like- 
wise true. We have seen the effect of 
a period of war- time emergency opera- 
tion; the hang-over in high prices, high 
wages, etc., which still exists, com- 
plicated by unprecedented assaults upon 
the railroads, their executives and upon 
the laws passed to tide them over the 
period of readjustment. 


Values Are at Low Level 


As a consequence of the continuation 
of these unfavorable conditions for a 
period of years, the market price of 
railroad securities has receded to ex- 
tremely low levels. 

Milwaukee stock, for example, that 
prior to the war was far above par, 
has recently been as low as $13.00 or 
$14.00 a share. 


The Milwaukee is a splendid property. 
It is now in first-class physical condi- 
tion ready for an even heavier volume 
of traffic than the record-breaking ton- 
nage of 1923, which is handled promptly 
and satisfactorily without car shortage, 
delay or congestion. 


It is worth every dollar invested in 
its stocks and bonds. Its entire develop- 
ment has been free from those ques- 
tionable financial practices to which the 
impassioned critics of the 
to refer. 

There have been no stock dividends, 
ind no “melon cutting” in its corporate 
history. 


railroads love 


Consequently there is no “watered 
stock” in its securities upon which divi- 
dends must be earned. 

There is no mystery about what has 
happened in the transportation field. 
Some spokesmen on the other side of 
the fence have been pleased to point 
to the large gross earnings of the rail- 
roads, inferring that because gross earn- 


ings were larger than in previous years, 
the net income must also be greater. 

I can assure you that this is a mis- 
take. 

The volume of business handled by 
the Milwaukee railroad, for example, 
last year, brought with it a much larger 
gross revenue than was ever earned by 
this road in the past. 

Had it been possible to operate the 
property on the same level of material 
prices, wages, taxes, etc., as were in 
effect, say, ten years ago, this road and 
all the others would have nothing to be 
concerned about. 

But railroad executives have not been 
able to set the prices on the billions of 
dollars’ worth of materials and supplies 
needed yearly to operate and maintain 
the properties nor to reduce the rates 
of pay of employes; nor to secure re- 
ductions in taxes. 

These things all cost about double 
pre-war figures and are all outside their 
control. The wages of railroad em- 
ployes are established and controlled by 
the United States Railroad Labor Board, 
and the Interstate Commerce Commis- 
sion establishes and controls rates 
charged by the railroads for the move- 
ment of traffic. 


Expenses Vastly Increased 

Therefore, in spite of the large in- 
crease in gross revenues, the increase in 
expenses was so much greater, that, in- 
stead of having a balance sufficient to 
pay dividends and to finance improve- 
ments to the property, as was the case 
ten years ago, the Milwaukee Road, last 
year, like many other roads, barely had 
enough net operating income to pay in 

terest on its bonds and notes. 
I might say, in this connection, that 

(Continued on page 24) 
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Report of Association Secretary 


W. H. Bennett 


body @lse and the probability is very 
strong that if you will take the trouble 
to discuss the matter with those to whom 
you have delegated legislative authority 
through your votes, they will be im- 
pressed with what you have to say and 
inclined to give it consideration. The 
them the dangerous possibilities of this very best way permanently to defeat 
proposed measure. We found a great }ad legislation is through personal work 
many of them with no real idea of with the lawmakers and a full explana- 
what the bill proposes to do. This fact tion to them of the possible effects of 
demonstrated that our representatives bills which come before them for con- 
both in Congress and in the legislatures sideration, You will be surprised at the 
are often without knowledge of the  courtcous attention you will receive. 
merits or demerits of proposed insur- ‘Try it! 

ance legislation. It is very plainly the 
duty of our members to call upon their 
representatives and explain to them Occasionally a superficial observer will 
just what any insurance bill that may be ask: “What is the matter with insur- 
pending means and, if it is dangerous, to. ance?” The answer is: “Nothing.” 
show them how it will not only injure Whatever is occasionally wrong in ad- 
our business, but, in most cases, react ministration is chargeable to the admin 
istrators and not to the business itself. 


(Cointinued from page 16) 
on the calendar for early consideration 
vhen Congress reconvenes in December. 
While the Mid-Year Conference was 
n session at Washington in March a 
large number of our members called 
upon their Congressmen to explain to 


Insurance a Sound Business 


dangerously upon other lines of business. 


While the Fitzgerald Bill provides for [| believe those charged with responsi- 
monopolistic compensation insurance in bility have been grossly negligent in the 
the District of Columbia only, it is gen- past in not getting information to the 
erally known that this is proposed to be — public. It is regrettable that the busi- 


ness is so often on the defensive. Mili- 
tary leaders tell us that the very best 
defense is an active offense. The lack 
of either offensive or defensive measures 
on the part of company management is 
Apparently they oper- 


a model for a law to be presented and 
pushed in all the States. 

Your representatives are cntitled to 
know what you think of measures af 
fecting the insurance business. You are 
better able to explain them than any- very noticeable. 


ate under the belief that their hands are 
sufficiently full in attending to their 
daily duties without the added burden 
of educating the public. If they ever 
give any thought to the matter it no 
doubt leads to the conclusion that the 
agents are in the field and that it is 
their duty to perform that work. Their 
position is best stated in a single sen- 
tence: Three cheers for every agent 
who tries to do what we have failed 
to attempt ourselves! 

It is well for us sometimes to pause 
in our day’s occupation for the purpose 
of taking stock of our present position, 
and thus be enabled more clearly to 
chart our future course. 

One year ago we paid special honor 
to the memory of the “grand old man” 
of the Association, C. H. Woodworth. 
As a heritage he left us this ringing 
declaration: “The continued success of 
our Association depends more upon 
what we do for ourselves than upon 
what we ask from the companies.” Let 
us, therefore, as a matter of self-exami- 
nation, inquire if we are in fact and in 
truth “doing for ourselves” those things 
the venerable Woodworth charged as 
necessary. 


Golden Rule in Business 


Ages ago the great Chinese philoso- 
pher, Confucius, said: “Is there one 
word which may serve as a rule of 


practice for all one’s life? Is not reci- 
procity such a word? What you do not 
want done to yourself, do not do to 
others.” To the same effect is the Golden 
Rule pronounced by the Master of men 
while on earth, which should be the 
guide and rule of action beckoning all 
men to higher and higher planes of 
ethical practices. Reciprocity is just as 
important in the affairs of men in this 
twentieth century as it was in the sixth 
century before Christ, or at the time 
that the Christian religion was estab- 
lished. It is just as important in the 
insurance world as any other field of 
business or any avenue of moral ac- 
tivity. 

While we are not unmindful of the 
divine injunction to return good for evil, 
nevertheless we know of no prohibition 
that would restrain us from adopting 
adversely the doctrine of preferring 
those who prefer us, thus putting into 
practice both the divine and philosophic 
advice that has for ages made and is 
continuing to make the world a better 
place in which to live. 

Applying the doctrine to ourselves, we 
hold it to be our duty to support right 
principles and oppose bad practices in 
our business. Is it not, therefore, the 
obvious duty of every member of the 
National Association to support those 
companies which believe in and support 
right principles and which are opposed 
to practices that are bad? If such is 
the duty of the members of the National 
Association, is the record of every mem- 
ber clear and consistent in supporting 
those companies whose practices track 
our belief and withholding his support 
from those few which believe and act 
otherwise? 
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Established 1835 


Union Insurance Society 


of CANTON, Ltd. 


UNITED STATES BRANCH 
175 West Jackson Boulevard 
CHICAGO 


“The ‘Union of Canton’ protects and conserves the inter- 
est of its Local Agents and their customers by supplying 
all modern essentials for good service. [ighty-nine years 
of successful, conservative, world-wide underwriting and 
prompt payment of all just claims in cash without dis- 
count entitle the ‘Union of Canton’ to the confidence and 


iavor of the insurance public.” 
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(Continued from page 14) 

barrel; an individual misdeed brings dis- 
credit on every member of a group. 
Who can say what harm may come from 
the actions of a few agents to undo the 
accomplishments of years of patient con- 
structive effort by the National Associa- 
tion? 

We know neither the name of this 
agency nor the name of the company it 
injured. The former, we trust, was not 
a member of our Association; the latter 
suffered a grievous wrong. We can only 
hope that its new start in the town or 
city concerned has borne abundant fruit, 
and that other agents have rallied to its 
support. For, although thrown out, it 
faithfully observed the principle of own- 
ership of expirations and permitted the 
agency to settle small claims and make 
endorsements on outstanding policies. 

This company violated no ethical prac- 
tices in making the best of a bad situa- 
tion; two wrongs could not make a 
right for it. Would that all companies 
hewed as closely to the line in all mat 
ters of conduct. 


Need of Discipline in Company Ranks 


Only three weeks ago today the New 
York Journal of Commerce undertook to 
explain why discipline in company or- 
ganization was either entirely lacking or 
wavering. It was shown that from the 
beginning company relations have been 
marked by struggles between the con 
servatives and the progressives. Some 
would make changes, adopt new prac- 
tices and seek new sources of business, 
others would not. At the present time 
some desired an underwriting profit, 


of National President, 


Frank R. Bell 


others looked for investment profit. 
During all company conflicts business 
had been lost to non-affiliated com- 
panies, some of it never to be regained. 

Innumerable boards, bureaus and com- 
mittees are included in company man- 
agement. They deal with every phase 
of the insurance business, except ethica! 
practices. Such friction as was outlined 
by the Journal of Cammerce is the in- 
evitable result of a lack of a governing 
body, and seems to indicate the abso- 
lute and really urgent need of creating 
a board of control which would have 
full authority over an individual com 
pany whose ambition led it to stray from 
recognized practices. 

We are concerned primarily with 
agency matters, however; secondarily 
with company questions. But to the 
companies the quality of their agency 
appointments is a matter of vital con- 
cern, as it is to us. The better the man 
appointed, the better will be the service 
rendered the companies, the better the 
selection and care of business, the lower 
the loss ratio. Our National Association 
has attained the heights; its years of 
endeavor in the interests of right prin- 
ciples in the business are threatened by 
the appointment of a horde of incom- 
petents. Some of our own members may 
not be playing the game squarely. We 
must not let their defection and the acts 
of these incompetents carry us all down 
from our eminent positiion and expose 
the American Agency System to de- 
struction, lest the evils of overhead 
writing, rebating and others be re-in- 
troduced and indiscriminate appoint- 
ments of incompetent agents and under- 


writers and underwriters’ annexes mul- 
tiply like flies. 


Insurance Housecleaning Necessary 


Is it not time, then, for us, companies 
and agents alike, to take stock and 
clean our entire house before Commis- 
sioners and legislators do it for us? Both 
parties want a square deal; each must 
approach the task with “honest-to-God” 
determination and sincerity. The house 
could best be cleaned by conference, co- 
operation and conciliation. 

During the past five or six years the 
agents have shown, on every occasion, a 
willingness and a sincere desire to co- 
operate with the companies in bettering 
conditions for the public, for the com- 
panies, and for the agents. We have 
found little, if any (especially this year) 
sincere desire on the part of the com- 
panies (through their various and sundry 
organizations) to co-operate with us. 

In one stroke the companies could ren- 
der a great public service and win the 
favor of the organized agents of the 
country; that is, by returning to the 
sole agency basis of representation, with 
limitations for the cities. This system 
is ideal. Companies would make very 
careful selection of their sole agent, 
while he would of necessity have to pro- 
duce a satisfactory volume of desirable 
business while giving his clients the best 
service for which he could train himself. 
Moreover, all the evils previously men- 
tioned could not raise themselves while 
such a system was in operation. 

Service is all that the insurance agent 
has to sell the public. The National As- 
sociation of Insurance Agents was or- 
ganized to promote the observance of 
right principles and to oppose wrong 
practices in insurance’ underwriting. 


Why? To improve the service its mem 
bers render the public. This has been 
the motive behind every reform initiated 
by the agents. 


Standard of Membership Advisable 


This being true, it seems to me that 
the National Association would take an- 
other step forward by requiring all ap- 
plicants for membership to qualify and 
show their fitness before being enrolled. 
[ believe that the membership of this 
Association should be composed of local 
agents doing a fire, casualty or surety 
business, who are of good business repu- 
tation; who follow ethical practices as 
defined from time to time by the Na- 
tional Association; who are reasonably 
familiar with the insurance laws of their 
respective states; who have had experi- 
ence or training or are otherwise quali- 
fied in the respective lines of insurance 
handled by them; who are reasonably 
familiar with the provisions, terms and 
conditions of the policies or contracts 
they propose to solicit, negotiate or 
effect. 

I cannt conclude without a tribute to 
the members of our standing committees 
who are called upon each year to do 
more and more work for the National 
Association. These men, who are de- 
voting much time and frequently in- 
curring expense in serving the agency 
forces, are certainly entitled to the ap- 
preciation and the thanks of the mem- 
bership. I take this opportunity of ex- 
pressing my heartfelt gratitude and sin- 
cere thanks to many members of the 
National Association, as well as the 
members of the various committees, for 
their encouragement and help during the 
past year. Such aid as I have received 
and {I am sure every future President 
will receive, speaks well for the splendid 
spirit within our organization and _ in- 
sures its steady growth, its increasing 
helpfulness and its broader public ser- 
vice. 
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Strong Defense of Railroads 


(Continued from page 19) 


this road has been most economically 
and carefully operated and that on onlv 
two important roads in the entire West 
have operating expenses per mile of line 
been kept as low since the war as on the 


Milwaukee Road. 


Sesides the charge that the railroads’ 
revenues are protected by a guarantee 
when the fact is there has been no 
guarantee since August 31, 1920—it 1s 
charged that they are over-capitalized 
which has been disproved by the Inter 
state Commerce Commission. 

It is 
keeps 


stock” 
level 
first, 


charged that “watered 
freight rates at a_ high 
which is wrong on two counts; 
because the Commission has found that 
the roads are worth more than their 
bonds and stocks; second, because bonds 
and stocks are not included in the valu 
ation upon which rates are expected to 
earn a “fair return.” 


It is charged that freight rates are 
also unduly high because of excessive 
salaries paid executives. The fact is 
ihat if the total compensation of Mil- 
waukee railroad executives had been cut 
otf last year it would have made a 
difference of only 15 ten thousandths of 
a cent in the freight rate, or if spread 
among the 56,000 employes would have 
amounted to only 27 cents a month to 
each. 


To gain favor with agriculturists, 
some of these spokesmen make good use 
of the freight rate argument. One of 
them recently told his audience—and 
published the speech  generally—the 
“freight rates could be reduced 12 or 
14 hundred million dollars without re- 
ducing the wages of any man_ that 
works. 


“This would put agricultural rates 
down below the pre-war level and would 


do full justice to every owner of rail- 
road_ stocks.” 
That sounds foolish. Let's see just 


how foolish it is: 


Last year the total opera 
ting revenues of Amer- 
ican railroads was about $6,357,000,000 
Rey UE: 2 ico Ssiss eo sina 1,357,000 ,000 
as proposed by this gen 


tleman leaves .......... $5,000,000,000 
with which to pay oper- 
ating expenses (includ- 
WS WARES) csdiidineieccees $4,944, 000,000 
SINE RRIOPS, cca keGutrs ex 336,000,000 


and rents and other items 


about 99,000,000 


el) BOTAN i ciocoesiss de $5,379,000,000 


Making due allowance for income 
from other than operations, the railroads 
would not only have had no money “to 
do justice to every owner of railroad 
stocks” but they would have had no 
money for bondholders, and in addition 
would have had to reduce payrolls and 
purchases in order to come out even on 
expenses and taxes. 

Such attempts to place on the rail- 
roads the blame for agricultural difficul- 
ties are like telling a farmer to kick his 
horse because something had happened 
to his cow. The horse does its part to 
help the farmer but cannot’ prevent 
troubles from overtaking him. 


Rate Cuts Would Be Ruinous 


We who are in the railroad business 
and responsible for its success under 
these handicaps believe that the rail 
roads are needed by this country and 


will be needed increasingly as the 
arrested processes of development are 
resumed—especially in the West and 


Northwest. 


We are giving the best we have in 


G. D. Markham, Past President, Unable 
to Attend, Sends His Ideas in Writing 





Popular Agent in St. Louis, Storm Center of Company Battles, Urges 
Agents to Cut Premiums of Companies Unable to Suppress Greedy 
Desires; Thinks Local Agents Can Force Peace. 


George D. Markham, of St. Lceuis, 
past-president and one of the founders 
of the National Association, was unable 
to attend the annual convention in Mil- 
waukee this year. However, his pres- 
ence was not entirely missed because he 
wrote Secretary Walter H. Bennett a 
letter in which he expressed his disap- 
proval of greedy fire companies and 
asked agents to express their resentful- 
ness of this greediness by reducing pre- 
miums. His letter follows in part: 

“The debates and resolutions of the 
Milwaukee Convention will determine 
the trend of opinion among the thinking 
insurance agents for the next six 
months. 

“If the 


representative agents there 





the way of training and experience to 
make our service measure up to the ex- 
pectations of the public. As business 
men, we cannot quarrel with our patrons 
or withhold that which would be of real 
benefit to them and, through them, to 
the railroads. 

Radical rate reductions at this time 
would be ruinous to many roads which 
are not now making any profit. 

With all this in mind, does it not 
seem evident that those who attack the 
railroads—and who are in position to 
know the facts they so carefully avoid 
—hope to bring about a condition of af- 
fairs that would force the carriers into 
the government’s hands to strengthen 
their political position regardless of the 
will of the majority of citizens? 


present conclude that the preservation 
of the business from hampering state 
control and the restoration of a healthy 
feeling of responsibility among agents 
both require that practices which are 
bringing on this disastrous state inter- 
ference and which are destroying the 
morale of the agents, should be checked, 
then the process of checking those prac- 
tices will begin. 

“What is exasperating the Insurance 
Commissioners, forming hostility among 
the companies and discrediting the busi- 
ness with the public? 


Small Group Seek Control 


“Ts it not the spirit of arrogant and 
reckless greed for volume of premiums? 
A few companies are acting as though 
they were entitled to crowd the lesser 
companies to the wall, to scorn the pro- 
tests of the Commissioners, and degrade 
the American agent, so long as_ they 
forge ahead in the race for premiums. 

“Therefore they defiantly refuse any 
check on the promiscuous practice of 
putting several agents into the same ter- 
ritory to fight against each other for 
the business, released from loyalty to a 
principal who is, at the same time their 
competitor. Therefore they bribe their 
agents to overlook their offenses by 
granting enormous lines, furnishing all 
sorts of expensive services and even pay- 
ing for their advertising. The enormous 
lines transfer the local premiums to dis- 
tant and sometimes alien reinsurers, to 


(Continued on page 27) 
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“NDEMNITY COMPANY 


HOME OFFICE 
84 WILLIAM ST., NEW YORK 





CASUALTY INSURANCE 
FIDELITY & SURETY BONDS 





A COMPANY IS ONLY AS GOOD AS THE 
CHARACTER OF ITS MANAGEMENT, ITS 
SUCCESS ONLY AS CERTAIN AS ITS METH- 
ODS ARE FAIR AND HELPFUL TO REPRE- 
SENTATIVES AND POLICY-HOLDERS. 


FINANCIALLY STRONG, THE EAGLE BUILDS 
BY VIRTUE OF FAIR DEALING AND EXPERI- 
ENCED MANAGEMENT. 


We invite correspondence with live 
representatives in unassigned territories 
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Effect of Appraisals 
for Business Building 


on Plans 


Insurance Men Should See That No Property Owner Remains in Ignorance 
of Scientific Protection; How Advantage May Be Taken of Work of 
Appraiser in Contact With Clients 


By H. G. Baldwin 


of The American Appraisal Company, Milwaukee 


Unless the conclusions of several years 
of earnest study of the principle in- 
effort are 
erroneous, there is little, if any, distinc- 
tion to be made between the process of 


volved in successful sales 


selling and the process of serving. 

The man who attempts to sell any- 
thing and in the act of selling does not 
serve, can never build a permanent suc- 
cess, while the man who serves instinc- 
tively and continuously is a born sales- 
man in the highest sense of the term. 

Regardless of what is sold, a sale in- 
volves the transmission of ideas. If our 
vision of the service rendered by the 
thing we sell is foreshortened or limited, 
iif it lacks clarity, we inevitably incur 
the penalty of mediocrity or failure be- 
cause we cannot transmit that which we 
do not conceive and which we do not 
understand. 

You are all familiar with the sales- 
man who sells a combination of an in- 
ternal combustion engine, a Borg & 
Beck clutch, and a Timken axle, but 
the man who sells the inventor’s idea of 
the improved transportation that an 
automobile will give is the outstanding 
success, because in the final analysis the 
sale invariably rests upon the service 
that the objectification of an idea will 
render to its purchaser. 


How It Ties Up With Insurance 

This principle is particularly active in 
insurance selling. 

The sale of insurance protection rests 
primarily on the idea of service that 
your policies comprehend and define, 
and secondarily on your conception and 
adaptation of that idea of service to in- 
dividual needs. 

Your sales 


aides are comparatively 


few, for you have little that is physically 
tangible to show your prospect, and you 
have little, if any, advantage regarding 
the eternal question of costs. 

You cannot demonstrate the effective- 
ness of the protection that you sell be- 
cause arson is recognized in our penal 
code and is punished accordingly. 

Your sale depends principally upon 
the effectiveness of your transmission of 
an idea of service and the most effective 
sales agent you can possibly have is a 
better, clearer, more comprehensive con- 
ception of just what your client needs 
and why he needs it, for if your concep- 
tion is clear and comprehensive, you will 
transmit it in such a way as to bring it 
into sharp focus in the mind of the man 
you are selling. 

It is plain that the transmission of 
such ideas is an integral service in itself 
and in transmitting them you cannot fail 
to serve as you sell, and it follows, as 
a matter of logic, that you will also sell 
as you serve. 

If one considers these facts and at the 
same time considers the interdependence 
of insurance protection and provable ap- 

(Continued on page 34) 


Cut Premiums To 
Curb Greedy Desires 
Says G. D. Markham 


(Continued from page 24) 


the loss of companies licensed 
the risk is located. 


where 


“The corrupting allowances run up 
expenses, against which, at this time, 
every forward-looking insurance man 
should set his face, and blind the agent 
to the harm these companies are doing 
to the business. 

“Tf the American agent is to develop 
rightly so as to serve his community as it 





20-26 CLINTON STREET 








ROSS M. WICKHAM & CO. 


Iistablished 1882 





INSURANCE 





NEWARK, N. J. 





needs, there must be brought back into 
msurance practice the influences which 
create professionally minded agents. 

“Can this happen so long as_ the 
agency appointment is made of slight 
value by the annexes and multiple 
agencies ? 

“If not, should agents continue to feed 
these offenders? 


Should Boycott Greedy Companies 


“Every sensible agent answers: No. 
“Then let us talk it, work it in our 


own agency and as we place business, 
strive to bring action in our local board 
which will look towards the restoration 
of a responsible agency relation to the 
company. 


“In some localities the multiple system” 


has ruled for so many years that cor- 
rection will be slow and hard. But let’s 
begin! We will have every manager 
with us except these few reckless of- 
fenders; all thinking agents will favor 
this reform except those who place the 
sweets of big lines and lavish allowances 
before their professional duty to the 
business. 

“But these greedy companies which 
are destroying the agent’s character, de- 
priving the public of competent local in- 
surance and imperiling the future of the 
stock insurance business, say, and 
rightly say, that they are justified in 
continuing their practices because they 
hear no protest from their agents. 

“Speak out, men! Let them feel your 
disapproval in reduced premiums! 

“The conservative companies alone 
cannot control these selfish destroyers 
of the business. It is up to the agents 
who wish to serve to the full their be- 
loved America, to raise such a blast of 
adverse opinion as will give pause and 
thought to the most blind and reckless 
administrator of insurance capital. 

“Let’s go!” 
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DECEMBER 31, 1923 


If you are seeking a permanent connection for your Casualty and 
Surety business an investigation of our Company will satisfy you as to 


General and Regional Agencies are open in the following states: 


Wisconsin 
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Year Total Assets 
1910 $ 404,792.15 
1911 511,382.11 
1912 628,702.95 
1913 969,385.74 
1914 1,293,503.82 
1915 1,625,313.22 
1916 2,388,881.43 
1917 2,851,276.62 
1918 3,184,962.32 
1919 3,579,070.78 
1920 4,352,898.62 
1921 5,110,025.67 
1922 6,391,838.96 
1923 7,113,656.61 
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Missouri 
Nebraska 

New Hampshire 
Ohio 
Pennsylvania 
Vermont 
Virginia 














NEWARK 








T. C. MOFFATT & CO. 


AGENTS 








NEW JERSEY 






































28 





LOCAL AGENTS’ 


EDITION—TH Ie 


KASTIERN 


UNDERWRITER 





September 13, 1924 





Compulsory Liability Coverage 
Harassing Problem Everywhere 


O. G. Strong Opening Discussion on Subject Says Chief Step 
Is to Prevent Accidents; Does Not Favor Guaranteed Pay- 
ments to Injured; Might Increase Accidents, Not Prevent 


Them; Believed Compulsory Bills Would Lead to Monopo- 


listic State Funds 


Wis., Sept. 11—O. G. 
Strong, Cleveland, opened discussion on 
On compulsory 
coverage, which is harassing 


Milwaukee, 


automobile insurance. 
liability 
problem in nearly every state now, he 
declared chief step is to prevent acci- 
dents and not center efforts altogether 
on paying unfortunates after injuries. 

In his opinion guaranteed payments 
to injured will not aid in reducing ac- 
cidents, but if anything increase care- 
lessness 

Reduction of accidents would be best 
attained, Mr. Strong believes, through 
careful examination of applicants for 
automobile licenses, because at present 
roads are overcrowded with incompe- 
tent car operators. It is not fair to 
load on auto owners expense of all 
minor accidents, he said. 

In addition compulsory coverage will 
eventually lead to monopolistic state 
funds, which have not proven popular 
in Ohio. 

Edwin J. Cole, Fall 


River, Mass., 


president Massachusetts association, 
who led victorious fight against com- 
pulsory bill in the Bay State last win- 
ter and a keen student on this subject, 
told of efforts now in sixteen states to 
put through compulsory bills. The 
public everywhere is calling for reduc- 
tion of accidents, but are at a loss for 
the best means. Hence popularity of 
any new plan, stated Mr. Cole, who is 
satisfied that traffic laws now on books 
are sufficient to curb reckless driving if 
they were only rigidly enforced. 

The recess committee in Massachu- 
setts is now studying broad bill to cut 
accidents, containing features compel- 
ling car owners to guarantee judgments 
through insurance or surety bonds. 

Mr. Cole suggested that auto itself be 
first lien to satisfy judgments which 
would lead dealers to compel part-time 
purchasers to insure with stock com- 
panies against liability as they must do 
now against fire, theft and collision. 


Complicated Automobile Manuals 
Drew Ire of Some of the Agents 


J. A. Giberson Says It Takes Him Two Hours to Figure Out 
Rate on One Ford Car; Knocking of Auto Manuals Ap- 
proved by Delegates; Automobile Clubs Active in West; 
Finance Companies Said to Be Violating Local Agency Law 


Wis., Sept. I—J. A. 


Giberson, Alton, Illinois, whose strong 


Milwaukee, 


point is talking down propositions to 
have automobile clubs take up recip 
rocal insurance, led discussion on that 
subject this afternoon, Chicago Motor 
Club is out through Illinois, Mr. Giber- 
insurance lines 


son declared, pushing 


which plan agents must oppose to hold 
their stock company lines. 

Another mark for Giberson’s ire is 
automobile rate-makers whom he char- 
acterizes as trying to complicate rates 
as much as possible and change them 


A Contrast 
In Milwaukee 
Companies 

Milwaukee, Wis., Sept. 11—Two of the 
leading Western Insurance Bureau com- 
panies have their home offices in Mil- 
waukee, the Milwaukee Mechanics and 
the Northwestern National. The Mil- 
waukee Mechanics paid some attention to 
the convention of the National Association 
of Insurance Agents while the Northwest- 
ern National did not. President Yunker 
of the Milwaukee Mechanics, is president 
He had 
many calls from agents attending the con- 
vention and the company gave away a 
Vice-President Robe Bird mixed 
quite a lot with the agents and added no 
little to his popularity. 


of the Western Insurance Bureau. 


souvenir. 


often. Mr. Giberson now uses four auto 
inanuals to sell his lines. Convention 
cheered him loudly when he prayed for 
simplification of manuals. It took him 
over two hours, he said, to figure out 
rate on one Ford car. His condemnation 
of numerous and complicated auto rate 
manuals met with wide approval here. 

It was moved by C. H. Biddle that 
suggestion be sent to resolutions com- 
inittee embodying sentiments of Mr. 
Giberson and that such resolution if 
passed here tomorrow, be sent to all 
fire and casualty companies. Motion 
Was unanimously passed. 

W. A. Reiser, Louisville, told of il- 
legal operations in Kentucky of outside 
automobile finance companies who are 
soliciting insurance in violation of local 
agency law and getting risks from legi- 
timate local agents. 


Urges Selling of 
Sprinkler Protection 


(Continued from page 12) 

very expensive to install and yet in a 
very few years it will pay for itself in 
actual savings and henceforth become a 
good investment. 

I have pointed out the value and the 
rapid growth of this business and tried 
to give you some idea of the enormous 


amount of insurance affected and [ have 
endeavored to show you how important 
it is that you be the proponent of this 
protection—but you must not stop there. 
I have said that the perplexities of your 
client, when considering the sprinkler 
proposition, are manifold. Let us see 
what is in the mind of the owner when 
he is buying or considering buying a 
A sprinkler salesman 
briefly 


sprinkler system. 
has called and described the 
service. After making a survey of the 
property he discusses with the owner a 
few important matters such as location 
of tank, location of pump, and whether 
the buildings must be equipped on the 
wet or dry pipe plan, advises the owner 
that he will have a blue-print of the 
plant prepared, approved by the inter- 
ested underwriters, and then will submit 
a formal proposition. A week or two 
later, when he returns with the formal 
proposition, the owner is usually amazed 
at the amount of labor and material re- 
quired, and at the expense involved. 
seing a “man-of-affairs” it possibly 
occurs to him that this sprinkler com- 
pany is in the business of selling pipe, 
fittings and valves. 

He suggests that the sprinkler sales- 
man take up with the Bureau the elim- 
ination of sprinklers in certain buildings 
or parts of buildings and, possibly, other 
changes which will reduce the expense. 
The minute this is done, both manufac- 
turer and sprinkler salesmen are placed 
in a false position. 

When the sprinkler salesman appears 
at the Bureau with the request that cer 
tain features be eliminated, it is very 
possible for the Bureau Chief to feel 
that the sprinkler salesman is trying to 
ingratiate himself in the mind of his 
proposed customer in order to further 
his own ends. In the second place, the 
owner is placing himself in an unfair 
position. If he will stop to analyze the 
situation, he is considering the making 
of an extensive and permanent addition 
to his property. He is going to spend a 
lot of money to protect his going busi- 
ness, Which is the important thing. Does 
he go to the authorities who have made 
a study of this protection? He does 
not! By his proposal, he is going to 
send a salesman who is not familar with 
the industry and who has no authority 
to represent him, to propose some seri- 
ous changes in the layout. 

| put this up to a large manufacturer 
in Ohio quite recently. He saw the 
fairness of my argument at once and 
came back by saying “You have con- 
vinced me that the way to buy a sprink- 
ler system is from the top down and not 
the bottom up.” In other words, he was 
ready to consult with the people who 
understand protection industry from the 
insurance or protection standpoint. 


Alleged Non-Cooperation 


Gentlemen :—It is unreasonable, but it 
is true, that there is altogether too little 
cooperation between the heads of the 
Bureau who are the determining factors 
in what shall be installed in the way of 
protection, and the owners who want 
this protection for their going business. 
In almost every case that has come 
under my observation, where I have been 
able to get the owner to confer with 
the Bureau, each was able to see the 
other’s reason, and there was a perfect 
meeting of the minds. 

But to get back to the manufacturer. 
It is during the consideration of this 
formal proposition that the local agent 
may or may not be called in. Even 
when he s called in he may be so flab- 
bergasted that the only service he has 
to offer is the suggestion that his client 
secure bids from other sprinkler com- 
panies. Obvious as is this suggestion, 
nevertheless it is a proper one, even 
though it increase the perplexities of 
the man proposing to install the system. 

Let us say that half a dozen sprinkler 
companies bid. Each submits his own 
plan based on specifications. No two of 
them are alike. Each has been approved 
by the state rating authorities. All have 


their advantages. ‘This puts it up to the 


analyze the various 
In this 
work the local agent is generally value- 
less. The various proposals submitted 
inay vary, and do vary tremendously in 
the amount of labor and materia] they 


lnaniitacturer to 


proposals to see which is best. 


are going to furnish. for instance, one 
contractor agrees to do the digging and 
backfilling for the underground pipe. 
Another asks the owner to do it. Either 
way is approved by the Underwriters 
having jurisdiction. The same question 
arises regarding the foundations for the 
gravity tank, foundations for the pump, 


the city connection whether it shall be 
brought to the curb or inside the build- 
ing wall. I could go on almost indefi- 
nitely. It, literally, would take a Phila- 
delphia lawyer to straighten this out 
and I have seen very keen buyers totally 
“at sea” trying to determine which is the 
best proposition for him. 


Service Agent Can Give 


It is possible that the owner became 
so disgusted with the lack of service on 
the part of the local agent upon which 
he has depended and with what he views 
are the unreasonable demands of the 
Bureau manager representing the stock 
companies that he turns over his whole 
line to some large broker to co-ordinate 
or to mutuals or reciprocals.  Fre- 
quently, he turns the whole matter over 
to an architect to prepare uniform 
specifications in order that they may re- 
ceive intelligent competitive bids. In 
other words, he pays an architect 5 per 
cent. commission for co-ordinating the 
rules of the stock companies. All of 
this must point out to you the necessity 
of your making the original suggestion 
for automatic sprinkler protection and 
then seeing to it that he has the proper 
kind of service in securing the sprinkler 
quotations. 

Suppose the local agent has proposed 
to his client that he sprinkler his plant. 
When the owner says “What is the pro- 
cedure?” he advises him he has the 
service of one of the Service Associa- 
tions, or of the Service Department of 
one of the companies maintaining 
sprinkler departments. He tells him 
that they will have engineers visit the 
property, discuss the matter of protec- 
tion with him from the standpoint of 
insurance and protection (not from the 
standpoint of how much pipe and fittings 
they can get into the place) all without 
any expense or obligation to him; that 
they will make the plan, have it ap- 
proved and furnish him with one-half 
dozen copies of uniform specifications in 
order that he may receive competitive 
bids in a business-like way. 

Your companies have set up expensive 
machinery and splendid organizations 
perfected for undertaking the very 
service which you must suggest to your 
clients, once you have sold him the idea 
of protection. If there is financing, so- 
called, to be done, you will find corpora- 
tions willing to undertake the work in 
cooperation with you—not against you. 

Above all, by being fore-handed, you 
will have assured your client a complete 
job in the protection of his property. 
Trained engineers will without expense 
or obligation prepare a sprinkler plan 
from the standpoint of absolute protec- 
tion—not a mere rate reducer or purely 
for the sale of so much pipe and fittings. 
I do not believe it has ever come to my 
knowledge that an agent has lost a line 
where he, himself, proposed to an 
owner the installation of automatic 
sprinklers. 

Just the reverse is often the case. 
The manufacturer feels himself so 
deeply in your debt, so pleased with 
your service, that he entrusts you with 
the handling of all his insurance lines. 
Viewed from this angle, the agent who 
recommends the installations of auto- 
matic sprinklers is not only building his 
own business while performing a 


genuine agency service, but is as well 
helping to solidify the whole fabric that 
underlies the American Agency System. 
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HE Fidelity and Deposit Company acknowl- 
vi edges with grateful appreciation its deep 
obligation to the National Association of 
Insurance Agents as an Organization, and 

to some thousands of its members as individuals. 


The Fidelity and Deposit Company subscribes to the 
expressed purposes of the Association, believes in the 
soundness of its ideals and has confidence in the in- 
telligence and integrity of its Executives. 


The Fidelity and Deposit Company hopes to be able 
to continue definitely to contribute to the upbuilding 
and perpetuation of the American Agency System 
and to increasingly merit the confidence and respect 
of the kind of agents who measure up to the stand- 
ards of the National Association. 


Fidelity and Deposit Company 
BALTIMORE 
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Many Knotty Problems 
Before Casualty Committee 


“~~ 


Acceptance by National Banks of Mutual and 
Reciprocal Bonds Made an Issue; Matter Taken 
Up With Comptroller of the Currency; May 
Bring Bank Examiners Into Situation Local- 
ly; Writing of Automobile Fleets in Con- 
necticut by General Accident Under 
More Liberal Conditions Than Con- 
ference Provides Gets Attention; 

New York Agents Complain of 
Operation of Short Rate Rule 


Milwaukee, Wis., Sept. 10—Competi 
tion from mutuals and reciprocals in 
writing bonds on bank officers and em 
ployees, rate cutting on large automobil 
fleets, and complaints from certain New 
York agents on automobile risks hav: 
engaged the attention of the casualty 
and surety committee of the National 
Association, Fred C. Odell, Greensboro, 
N. C., reported to the convention this 
morning. Details of the committee's 
work as contained in the report is given 
herewith: 

No matters were acted upon by the 
casualty and surety committee until the 
mid-year meeting was held at Wash- 
ington in March last. Three meetings 
of the committee were held during this 
meeting. One of these meetings were 
held in joint session with a special com 
mittee from the National Association of 
Casualty and Surety Agents. This was 
for the purpose of considering compe- 
tition which had been experienced in 
some sections of the country with mu 
tuals and reciprocals on 
National banks 


officers and employees from this class o1 


account ot 
accepting bonds on 


carriers. 


Take Up With Comptroller 

After considerable discussion an en- 
vagement was made for the two com 
mittees to have a conference with Col. 
MeIntosh, Deputy Comptroller of Cur 
rency. 

Col. McIntosh stated that his depart- 
ment would not approve acceptance of 
bonds by National banks unless the 
bonds were written in companies of first 
class financial standing. He would not 
commit himself whether or not he con 
sidered only stock companies as coming 
in this class. He advised that the matter 
of bonds for National banks was left 
largely to bank examiners and if they 
thought a bank was not carrying its 
bonds in reliable companies that they 
would so state in their reports to the 
departments. 

It was the opinion of members of the 
two committees after this conference 
with Col. McIntosh that the state asso- 
ciations should handle any cases of 
competition, and that the proper course 
to take in order to do this would be to 
get in touch with bank examiners for 
district affected. On inquiry it was found 
that so far very little competition was 
found in this line. National headquarters 


should be advised of status of matter in 
order that they might be in position to 
advise state officers if any competition 
of this kind should arise in other states. 

Consideration was given at the second 
meeting of this committee to competi- 
tion experienced in Connecticut and in 
other sections of the country with the 
General Accident on automobile fleet 
risks. The particular case called to the 
attention of the committee was in con- 
nection wtih policy written for the 
Connecticut Motor Stage, Inc., Water- 
bury, Conn., by the General Accident. 

In this policy they quoted rates and 
vave coverage much favorable 
than is given by conference companies. 

It was the opinion of the committee 
that no action they might take would 
help the situation. 


more 


Conference to Act 

It was moved that the matter be re- 
ferred to the executive committee of the 
National Association with recommenda- 
tion with the facts above set forth be 
presented by the conference committee 
to the officials of the General Accident 
basing their complaint on ground that 
such action on part of the company is 
discrimination against best interest of 
business and will probably have effect 
of causing insurance commissioners ‘o 
make recommendations to their Legis- 
latures for state insurance or some other 
form that would be very detrimental to 
the business as a whole. 

The committee was not unanimous in 
connection with this motion and while 
no vote was taken it was finally agreed 
that this was a matter that could be best 
handled by the Connecticut state asso- 
ciation. 

At the third meeting of the committee 
President Cole of the 


Association was present. 


Massachusetts 
He wished to 
bring to the committee's attention the 
proposition of getting companies writing 
automobile insurance to allow pro rata 
cancellation in certain New England 
states where snowfall during five or six 
months of the year is so heavy as to 
prevent operation of private cars. He 
stated that he had received requests 
from agents in Vermont and other states 
effected due to the fact that the assured 
had become very much dissatisfied on 
learning that short rate cancellation must 
apply and they frequently refuse to give 
their business in the spring to the same 


agent thinking that they have been 
imposed on. 

The committee suggested to President 
Cole that in their opinion some conces- 
sion should be made to owners of cars 
in certain states where weather condi- 
tions are such during three or more 
months that private cars cannot be op- 
erated, They further advised that facts 
should be submitted by New England 
associations and any other state asso- 
ciations affected to the National Bureau 
with a view to securing permission to 
attach an endorsement to policies which 
would suspend the insurance during 
certain months with pro rata return 
premium allowed thus doing away with 
the cancelling and rewriting of policies. 
President Cole agreed that this would 
be proper, of course, and stated that he 
would act accordingly. 

New York Agents Object 

Since the mid-year meeting no further 
meetings of the committee have been 
held and only one matter has been re- 
ferred to the chairman for attention. 
This was a complaint from certain agents 
in New York State as to rule 14 of the 
Automobile Manual (Casualty). This 
rule reads in part as follows: 

“An automobile policy written at short 
rate for less than one year may be 
extended for the remainder for such year 
or any part thereof at an additional 
charge basis upon manual rates in force 
when the extension is made. Such addi- 
tional premium shall be calculated both 
on pro rata and short rate basis and the 
higher of two premiums shall be charged 
for extension. To arrive at short rate 
premium for extension period apply to 
manual rates in force at time extension 
is made difference in percentage between 
short rate charge for original short term 
and charge for total period for which 
insurance is desired—that is, from the 
date of original policy to end of exten- 
sion period.” 


What Agents Say 

The agents complaining write as fol- 
lows: 

“It appears to us that this rule 1s 
unfair besides causing a great deal of 
extra clerical work, but if it is sound we 
are perfectly willing to abide by it. 

“As an example, we cannot see why 
a person having a policy written for 
iour months and paying a short rate of 
50 per cent. of annual premium should 
not have the policy extended for an- 
other month for an extra ten per cent. 
which would make him pay 60 pec cent. 
ior five months which is in accordance 
with the short rate table.” 

This matter was taken up with one 
of the leading casualty member com- 
pan’es. The secretary of the automobi'e 
department of this company wrote as 
follows: 

“T have noted with interest corre- 
spondence between your office and the 
home office on this subject and I sym- 
pathize with agents on account of the 
situation which is created by the appli- 
cation of this rule. It is unfortunate 
that the rule has to be worded as it is, 
but. the bureau has been forced into 
this situation by reason of the attitude of 
the New York Insurance Department, 
which will not countenance any rule 
which will permit of discrimination of 
policyholders. 


“The bureau is at present working 
upon a plan which will practically do 


away with the need for the present rul- 
ing. I am not at liberty at this time 
to acquaint you with the details of the 
new plan, but you will be advised in 
due course as soon as the new plan is 
promulgated.” 

The members of this committee feel 
that many problems that are submitted 
to the National Association might be 
handled to much greater advantage by 
local boards or state assuciations. Of 
course, conditions sometimes arise where 
the National organization may be able 
to get results, but such conditions are 
rare. 

We, therefore, recommend that local 
Loards and state associations carefully 
consider matters arising in connection 
with the casualty business to see if they 
cannot remedy conditions and after all 
efforts have failed them the casualty 
committee of the National Association 
will see what they can do. 





Women 
Splendidly 
Entertained 


Milwaukee, Wis., Sept. 11—About one 
hundred women, the wives of visiting 
agents, are being splendidly entertained 
here while their husbands are thrashing 
out insurance problems. Mrs. James B. 
Leedom, chairman the ladies’ committee, 
held a reception yesterday afternoon 
at the Hotel Fister. Today Mrs. Henry 
Hummell and Mrs. W. Hummel are con- 
ducting shopping tours in this city. To- 
morrow two excursions will be made to 
Elines Food Plant with Mrs. Martin 
Wilde heading ladies’ automobile com- 
mittee. 


Prizes For 
Speakers With 
Big Voices 





Milwaukee, Wis., Sept. 11.—During 
session this morning there was some 
difficulty being heard in rear of hall. 
Theodore Williams, Mankato, Wiscon- 
sin, having tried vainly for some time 
to get speakers’ words finally jumped 
up and offered five dollars to anyone 
who could throw his voice to rear of 
hall. Jim Case, naturally, won first 
five dollars, and Williams himself got 
another. The two prizes were donated 
to the Wisconsin Rotary for its educa- 
tional fund. 





Moffatt’s Report 


' e 
Flays Companies 
(Continued from page 3) 
and thus prove the turning point for a more 
effective organization. 

Some of these matters were referred 
to your present Executive Committee, but 
until they are again discussed at this con- 
vention we find ourselves unable to do more 
than report progress. Your expressions 
at this meeting will have much to do with 
shaping our future policy. 

Finally, let us go from this convention 
determined to profit by all the lessons we 
have learned. Our experiences, howevet 
unsatisfactory they may have been, will 
not have been in vain if we shall now deter- 
mine to square our actions with what 
we believe to be the underlying principles 
of the National Association of Insurance 
Agents. 
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Overlooking the Historical Center 
of the United States 


The new home office building 
of the 
INDEPENDENCE INDEMNITY 
COMPANY 
now being erected at 
Fifth and Walnut Streets 
Philadelphia 




















The Seal of Independence Indemnity Company 

showing Independence Tower as seen from the 

windows of the new Home Office Building of 
the Company 




















Constructive! 


T is the purpose of the National Association of Insur- 

ance Agents, and of its members individually, to 
promote the highest ethical standards in the conduct 
of the business of insurance. 


With that purpose the Independence Indemnity 
Company is in full accord. 


In building its own business, Independence, too, 
has an ideal. It is that of constantly striving for 
those personal human relations with its Agents, 
Brokers, Policyholders and others, which will lift the 
business above the level of the purely commercial 
and add to dollar profits the inestimable asset of 
individual good will. 


INDEPENDENCE INDEMNITY COMPANY 


HEAD OFFICE, PHILADELPHIA CHARLES H. HOLLAND, President 


This Company maintains Human Relations with its Agents, Brokers and Policyholders 
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First Real Enthusiasm of Meeting 
Raised by Local Board Discussion 


They Are Handling Effectively the Agents’ Biggest Problems; 
Boards Are in Best Position to Exert Influence Beneficial to 
Business; James T. Catlin Says Agents Should Use Local 
Chambers of Commerce in Work; Reilly, Wilmington, Old 


Timer, Got Cheers. 


Milwaukee, Wis., 


boards come close to hearts of every in- 


Sept. 11. -Local 
surance agent and the discussion on 
this topic this morning led to first real 
display of enthusiasm since convention 
Earl C. Fisk, Green Bay, Wis., 
president Wisconsin Agents Association, 
described accomplishments of — local 
boards in this state. 

They are handling effectively prob- 
lems of multiple agencies and ownership 
of expirations which are troublesome 
matters elsewhere. 


tarted. 


“Local boards,” he said, “can carry 
influence than the individual 
agent and can express crystallized sen- 
timent Especially is this 
so in combating inimical bills in state 
1 urge strongly formation 
of local boards in communities where 


more 
forcefully. 
legislature, 


there are none now and when these are 
organized they ought to work in close 
unity with state and national agents’ 
associations.” 

Catlin, Jr., Danville, Vir- 
winia, exhorted agents to use also local 


James T. 


chambers of commerce and have insur- 
ance men serve on their committee so 
that if insurance is attacked the agent 


Pusesut 
Frank R. Bell 
With Watch 


Milwaukee, Wis., Sept. 12.—To ex 
press their appreciation of his services 
as president of the National Associa 
tion and to show their affection for him 
as a fellow agent, the convention dele 
vates today presented retiring President 
Frank R. Bell with a handsome watch. 
rank L. Gardner made the presentation 
talk. Led by James L. Case the con 
vention gave three cheers for Mrs. Bell, 


who was present. 


Ghuerve 
Defense Day 


Milwaukee, Wis., Sept. 12.—The con 
vention of the National Association of 
Insurance Agents observed Defense Day 
with partiotic songs and a_ talk by 
Lewis H. Stubbs, local agent at Cedar 
Rapids, lowa. 


Hicks of N. J. 
Was Among 
Those Present 


Milwaukee, Wis., Sept. 11.—Attending 
the agents’ convention but not in the inner 
circle, nor will he ever be again, is former 
President Hicks of the New Jersey Asso- 
ciation. He is a little bit too cynical to 
be a good association man and when he 
cut loose in print some months ago and 
criticized the association’s administration, 
the officers awarded him the order of the 
raspberry and the lemon cross. 


on scene can effectively answer charges 
if they are false. 

James L. Case, Norwich, Conn., added 
«a word by saying, through local boards 
and commerce chambers only can pub- 
lic be better educated on insurance 
matters and brought to sympathize with 
insurance. 

That National Association should 
formulate set of rules to standardize 
practices and conduct of local boards 
in smaller communities was suggested 
by E. A. Sherman, Minneapolis, Minn. 

James Owen Reilly, Wilmington, N. 
C., president, North Carolina associa- 
tion, is great favorite here. He has 
been member of his local board for 20 
years, which has been functioning for 
68 years, and got three hearty cheers 
from convention when he rose to speak. 

In telling of attainments in his state 
in helping disorganized agents from 
local boards he cited the case of a local 
board member who died and whose 
widow still has every policy on the 
books. 

“Could this happen if we were not in 
local board?” asked Mr. Reilly. “No. 
We would have scrambled for her re- 
newals.” \ 


“Why did you come to Milwaukee,” a 
representative of THe Eastern Unper- 
WRITER asked him. 

“L have heard a great deal about the 
city and I want to look it over,” he re- 
plied. “There are more people here than 
there are in Summit, N. J., where I live, 
but we are much closer to New York 
City.” 

William FE. Underwood, editor of the 
“Insurance Critic,” and formerly editor 
of “Agency Bulletin” of the National 
Association, is not in Milwaukee. 


Concordia 
Gave a Party 


Milwaukee, Wis., Sept. 11.—The Con- 
cordia Fire of Milwaukee, gave a party 
Wednesday night to visiting special and 
local agents. Talks were made by Presi- 
dent Wollaeger, Rudolph Beicher, general 
manager of the Western Insurance Bureau, 
Ralph Rawlings, western manager of the 
Boston and Old Colony and others. 


States 
Awarded 
Cups 

Milwaukee, Wis., Sept. 12—Illinois 
won the loving cup presented to that 
state outside of the one where the con- 
vention is held, sending the largest num- 
ber of delegates. Fifty-five registered 
from Illinois. Pennsylvania won the 
silver cup presented annually to state 
association reporting the largest increase 
in its membership. 














To the Insurance Agents of America 


The 


WORL 


Fire and Marine Insurance Co. 


HARTFORD, CONN. 





Needs Men 


of High Character and Aggressive Business 
Personality as Local Representatives in 
every ‘Town and City in the Country 


Such Men 


will find back of them and 
ready to assist them in developing new business 


Capital 
$1,000,000 





Conducted by Men of Ability and Experience 
who will protect them in their territorial 
rights and give them original and 
up-to-the-minute Business- 


Getting Service 


Surplus 
$1,000,000 
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Automobile Truck Tr..nsit 


n |! Coastwise, Mail, Rain, Tornado, Rent, 
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Explosion, Riot and Civil Commotion 
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‘Then gwe to THE WORLD the best you have 
and the best will come back to you’? 
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An insurance policy is naturally a technical contract. 
lew policyholders have the time or the inclination to 
read their policies; many would not understand all the 
provisions 1f they did read them. Consequently nearly 
every property owner and business man needs an insur- 
ance adviser to sce that his policies give the required 
protection, to counsel and aid him in fulfilling his obliga- 
tions under such policies, and to do all the things neces- 
sary to reduce his premium rate. 


Such an adviser is the local insurance agent. His 
services can no more be dispensed with profitably in 
connection with insurance needs than can the services of 
doctors, lawyers, architects, ete., in their lines. 


Mutual insurance leaves policyholders without such 
services and obliges them to do for themselves what 
needs to be done by one trained in the insurance business. 


The local insurance agent secures for his client the 
The local insu vent ures for his client th 
policy or policies which best meet his client’s particular 
needs. 


Sometimes it may seem to the policyholder that he 
can save by buying direct, on the mail-order plan, from 
the home office of some mutual company or reciprocal 
association, whereas, in reality, he thus is apt to buy 
more or to get less than he needs—not to mention the 


always possible and often probable insecurity of what 
he gets. 


Insurance is a shield—a cover. The local insurance 
agent, if he has an established business and reputation, 
will skilfully adjust the cover to the need, fitting the 
two precisely, and in a company of established reputation 
for settling claims promptly, intelligently and sympa- 
thetically. He will do that as a plain duty to his cus- 
tomer, and he will strive to do it well because it is in his 
own interests, since otherwise his reputation and conse- 
quently his income would suffer. 


Like the stock market, the insurance market offers 
many speculations which look most attractive to the 
inexpert. The man who needs insurance protection can 
avoid becoming a victim of such speculation by secur- 
ing it through an expert, whose business life depends 
upon the quality of the insurance he selects for his 
patrons, and the character of the services he renders. 











Every insurance policy imposes duties on the insured. 
For example, in the event of an accident under a lability 
insurance policy, the assured must give notice of the 
accident and another notice of any subsequent claim, 
must forward to the insurance company every process 











served on him, and must at all times render to the com- 
pany, upon request, his co-operation and assistance. 
Moreover, under the workmen's compensation law, com- 
pliance with a multitude of formalities, besides insurance, 
is required of an employer. 


How much of this job is the average busy business 
man ready to take on? 


He should place his insurance through a tried local 
agent, telephone him at the first notice of every accident, 
and the agent will take the bulk of this job off the as- 
sured’s shoulders and will advise and assist him in the 
performance of all his contractual relations. 


All householders buy coal, ice, milk, etc., delivered at 
their doors. These things can be bought for less money 
at the sources of supply, but most consumers find it 
more economical to pay more and get the extra service. 
It is similar with insurance. In eliminating the agent, 
mutual insurance dispenses with the cost incidental to 
his services. But those services are worth the extra 
price. Indeed, in time of need they are often indispens- 


able. 


To maintain insurance, policies must be renewed 
and premiums must be paid on certain dates. Delay will 
cause your insurance to lapse. If you buy insurance on 
the mail-order plan, you may receive no notice of the 
expiration of your policy; no request for the premium; 
you may overlook or forget the date; or may be delayed 
in remitting; or your remittance may go astray; in any 
of which events your insurance will lapse—and just then 
your loss may occur. But if you deal through a well- 
established agent, he will personally see that you are 
kept advised in advance as respects all these con- 
tingencies. 





The local agent brings insurance to your door. He 
is on your wire and subject to your call. You very well 
know that you cannot get along without him in general. 
But every now and then probably you feel tempted by 
the offer of a bargain from a mail-order house, to buy 
your insurance “direct” and “at cost.” Bear in mind 
that the acceptance of such an offer means the “scalp- 
ing” of a charge for a service essential to your protec- 
tion and convenience and will involve vou in a specula- 
tion of which you are probably ill-qualified to judge. 


The well-trained agent is essential to the efficient 
purchase of insurance. 


EDSON S. LOTT, President, 
United States Casualty Company, 80 Maiden Lane, New York. 
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Use of Appraisals 
(Continued from page 27) 


praisal service, one gains a better con- 
ception of the interdependence of each 


profession from both a sales and _ ser- 
vice point of view. 
Consider, if you will, that insurance 


underwriting exists primarily because of 
the existence of value and that appratsal 
because of the self-same 


service exists 


reason. 

Some sixty-five million policyholders, 
or approximately two-thirds of our cit- 
izenship, give you and the members of 
vour profession what amounts to an an 
nual vote of confidence in that they ask 
you as individuals to them in the 
protection of billions of dollars’ worth of 
property values.. The protection that 
your policies afford does not protect a 
Luilding and its contents, it protects the 
value of a building and its contents, and 
when this value is not accurately deter 
mined the protection afforded by your 
policies is in direct ratio to the element 
of error involved in establishing such 
values. , 


assist 


This error is continuously compound- 
ed in most cases by the failure to adjust 
the basic coverage to conform to con- 
stantly flucuating market costs, and the 
result is that the policy holder is per- 
petually over or under-insured, as the 
case may be. 


Sharing Responsibility 


If you are to serve as you sell, if you 
each bear your proportionate share of 
the responsibility that these sixty-five 
million policyholders have placed upon 
vou, it is obvious that the accurate, con 
tinuous, authoritative determination of 
property value becomes a matter of real 
interest and importance to you, and the 
process of selling as you serve may well 
begin right here. 

Hardly a day passes that we do not 
come in contact with policyholders who, 


apparently, have not grasped the tact 
that insurance protects the value of 
property and not the brick and _ steel 
itself. 

Changing values may have left them 
over or under-insured months ago, but 
they have gone serenely on, gambling 


against the potentialities of disaster, or 
with the more or less subconscious 
thought that you, their insurance agent, 
would take care of them if they were 
in danger of loss. 

Scarcely a day passes that we do not 
have contact with the older generation 
of property owners who are insured on 
the basis of their investment in property. 

Hardly a day passes that we do not 
have contact with policyholders who 
carry co-insurance and yet have failed 
to adjust their insurance in accordance 
with the plain and simple provisions of 
their co-insurance clause. 

I am mentioning these matters to 
bring out the reaction that we, outside 
of your profession, observe. 

It is true that many of your clients 
may refuse to forget that you make 
your living by selling insurance and dis- 
count your recommendation as a conse- 
quence. But back of this is a confi- 
dence in you, individually, that comes 
to the surface on the slightest provoca- 
tion, a confidence that brushes aside all 
suspicion of self-serving, a confidence 
that presupposes complete devotion to 
their interests and incidentally, a gentle- 
man, a confidence that is both a certifi- 
cation of service well rendered in the 
past and an inspiration for service in 
the future. 

There can be no doubt that while we 
share with you the responsibility for a 
dual service, the primary responsibility 
is placed upon you, since your recom- 
mendation regarding insurance and its 
attendant problems is followed in a ma- 
jority of cases. 

It is not within our province, as ap- 
praisers, to direct the placing of insur- 
ance or to decide the multitude of ques- 
tions arising therefrom. 


Our service is confined solely to prop- 
erty analysis and to the determination 
of provable and disinterested values. It 
is designed and carried forward to as- 
sist you to classify and protect the value 
of a composite property and in telling 
you something of the process by which 
true property values are determined, 
and something of the hazard involved in 
a departure from such practice, I hope 
to furnish with with facts that will en- 
able you to better serve your public 
and that will at the same time increase 
our opportunity to serve our public and 
yourselves. 


What an Appraisal Is 


One of the first points to be driven 
home to all concerned is that there is no 
graduated scale of quality in appraisal 
service. 

An appraisal is either provable or it 
is worthless. 

This automatically draws a sharp di 
viding line between provable value and 
opinion values. 

Opinion values are those that are 
predicated on any kind of property an- 
alysis other than a record of the quan- 
tity and quality of materials and labor 
entering into the property, priced from 
actual current quotations, and depre- 
ciated in accordance with known facts. 

There is an infinite variety of degrees 
of quality in opinion values. The best 
of them only serve to define the degree 
of speculation and consequent hazard. 
They range the entire scale of quality 
from expert, intelligent estimates to gen- 
uine, earnest guesses. 

The question naturally arises, “Are 
they not good enough for average pur 
poses?” 

Personally, I know of no average pur 
poses, where it is desirable to know 
values, where a_ possibility of 40° per 
cent. gross error is “good enough,” and 
opinion values are subject to this hazard. 

The reasons supporting this statement 
may be generally stated as follows: 

First—The physical and mental limi 
tations of the individual. 

Second—The physical characteristics 
of a composite property that preclude 
the use of abstract principles, engineer- 
ing formulas, etc., in determining prov- 
able values. 

It is obvious that an opinion value 
can be no better than the experience, 
judgment and capacity of the individual 
who gives it. The developments of our 
national life for the last thirty years 
have been so intensive and varied that 
an average, mature lifetime could well 
be spent in travel and study to assimi- 
late the facts developed in any five- 
year period. 

There is no literature sufficiently defi- 
nite and applicable and no_ clearing 
house for the knowledge that the ap- 
praiser must have in order to know in- 
timately and authoritatively the details 
of various types of property, their eco- 
nomic utility, their expectancy of life, 
ete., and to be able to prove his knowl- 
edge before a bar of critical minds. 
The only alternative is group observa- 
tion and analysis with a central clearing 
house for the recording and storing of 
the results of such observation, an or- 
ganization guided by men who are 
working with conscious direction and 
unswerving purpose to eliminate guess- 
work regardless of cost, to check, con 
trol, or eliminate individual idiosyncrasy 
and to build on facts and nothing but 
facts. 


Use of Data 


Such data, accumulated over a period 
of years, by trained observers, may be 
used to assay theory, speculation and per- 
sonal opinion regarding debatable points 
in property valuation and enables those 
who possess it to speak with authority. 

Visualize the number of property units 
and the data that accumulates from the 
handling of over four million dollars 
worth of property values every business 
day and some conception may be gained 
of the evidence that a single organiza- 


tion may accommodate in a year’s oper- 
ation. 

The second reason deals with prop- 
erty analysis. 

There are but few short-cuts and no 
alternatives in the process of determin- 
ing provable values. 

Nn engineering formula ever devised 
will comprehend the peculiarities of in- 
dividual properties even in the same in- 
dustry. 

Time will not permit me to give all 
the reasons supporting these statements, 
but I will indicate a few of them. 

It has long been and still is a common 
practice to estimate building values by 
applying a given unit price to the square 
foot area or cubic contents of a building. 

The factor of error involved in such a 
process may be easily approximated. 

Let us take, for example, a brick mill 
construction building one hundred feet 
by one hundred feet square, one story 
and basement. 

Let us assume a cost of $15,000, or 
$1.50 per square foot. 

Apply this to a building built at the 
same time under identical conditions as 
regards quality and price of material and 
efficiency of labor and supervision, the 
only difference being that the second 
building is fifty feet wide by two hun- 
dred feet long. 

Soth buildings contain exactly the 
same square foot area, but there will be 
a variation of nearly 25 per cent. in their 
actual cost. This will be due to the fact 
that the second building has one hun- 
dred more lineal feet of brick wall than 
the first building. 

This additional brick wall will also 
carry the added factors of foundations, 
windows and other openings with their 
brick archwork and stone sills, factors 
of safety and floor loads and the con- 
tractor’s overhead and profit on the 
whole. 

This is only one of the hazards. 

If the elements responsible for value 
in the square building are broken down 
into their constituent parts, we find that, 
among othe relements, brick constitutes 
8.30 per cent. of the total cost, lumber 
15.12, labor 20.15, mill work 9.66, etc. 

In the rectangular building percent- 
ages will not hold to the same _ ratio 
because the difference in the shape of 
the building with its additional brick 
wall, will require more brick, more 
labor and more mill work, and since the 
basic prices of these materials are con- 
stantly varying, the hazard is multiplied. 

Since 1920, considering prices all over 
the United States, brick has descreased 
in value approximately 23 per cent., lum- 
ber and millwork about 30 per cent., 
while labor has increased about 10 per 
cent., and labor efficiency in the build- 
ing trades about 20 per cent. 

What is impossible in the case of 
buildings is equally impossible in the 
case of machinery and equipment. 

Individual experience may _ indicate 
that the average cost of modern power 
plant installations is $20.00 per horse- 
power of capacity, but cold analysis of 
the costs of hundreds of power plant 
installations indicates a variation of as 
much as 30 per cent. in such findings. 

Estimates of value based on _ barrel 
production of flour mills properties, and 
cement and salt plants indicate as great 
a variation, and no short cut that will 
satisfy the demand for facts has ever 
been devised that will determine -the 
value of pipe and pipe fittings, wiring, 
furniture and fixtures, dies, jigs, tools 
and the other items of equipment usu- 
ally found around an average plant. 

These facts make it very evident that 
without definite analysis by proven 
methods, of the basic elements entering 
into specific properties, the establishing 
of provable values is impossible. Do 
you feel that such methods are good 
enough? Is there any merit or economy 


in incurring a hazard of 40 per cent. 

when for less than 1 per cent. the de- 

tailed provable facts are obtainable? 
Books of account are commonly re- 


sorted to as a means of determining 
values for insurance. In this connec- 
tion the experience of the taxpayers in 
searching their books for invested capi- 
tal for Income and Excess Profits Tax 
purposes was a revelation to most of us. 

Failure to record investment, failure 
to capitalize capital expenditure by 
charging plant additions to expense and 
excessive depreciation, written off in 
the interests of conservatism, all con- 
spired to exact a heavy toll from Amer- 
ican Industry. 

Books of account are intended to be 
the financial history of a business and as 
such they record the investment in prop- 
erty if they are properly carried for- 
ward, but in no sense of the term are 
they property records. They do not 
count the thousands of brick and tons 
of steel, they state the price paid there- 
for as of a certain date and fluctuating 
matket prices are constantly nullifying 
their usefulness as records of property. 

We can safely add to the $500,000,000 
‘ire loss last year several millions more 
in uninsured capital investment that was 
charged to expense and that was not 
considered when estimating insurable 
values, and several millions more in un- 
expired, useful, life of destroyed prop- 
erty, insured on a basis of excessively 
depreciated value and compensated for 
accordingly. 

In talking with your client these facts 
will enable you to help him to avoid 
many of the mistakes that carry poten- 
tialities of loss to him. 

Kor our part, we cannot sell appraisal 
service without indirectly selling insur- 
ance. A considerable portion of a rather 
extensive advertising campaign is de- 
voted to the dissemination of facis rela- 
tive to changing price levels and their 
effect on insurable values, a graphic il- 
lustration of the operations of co-insur- 
ance and other maters of like interest. 
We hope that they will sell appraisals; 
there is but little doubt that they will 
help to sell insurance. 

We have in mind the necessity of 
making provable appraisal service an 
economic possibility for everyone who 
needs it, and are working faithfully to- 
ward that end. 

We are bending every effort to make 
and summarize appraisals to harmonize 
perfectly with the insurance forms 
which you prepare and are organized 
and equipped to carry out your specific 
instruction in special cases where the 
form is unusual or complicated. 

We are positive that the next few 
years will see a radical change in the 
attitude of property owners regarding 
their property. 

We are on the threshold of a new 
industrial era, an intensive competitive 
era, in which the day of small things 
may no longer be despised. 

The change is taking place right now, 
forced by the economic evolution aris- 
ing from conditions incident to the 
world war. 

Low cost property is being exhausted 
and replaced by high cost property, and 
the process is creating an enormous re- 
spect for the value that property can 
represent. 

Insurance protection will be in greater 
demand than ever before because of this 
increased respect for property dollars, 
and appraisal service will be in greater 
demand in order that these property 
dollars may be accurately counted. 
_ Until American industry can marshall 
its resources and adjust itself to the 
aew order it will be a time of stress. 

Small profit and small losses will mean 
more than ever before. 

Sales advantage will, to a large extent, 
be narrowed down to the personal ser- 
vice that we are prepared to give to our 
chents. 

Let us both resolve to see to it that 
no property owner remains in ignorauce 
cf the sure, scientific and economical 
Protection against loss that we jointly 
can furnish him,, to serve to the utmost, 
to build business by serving and to serve 
as we build. 
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